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Important News 


from 


New England Life 


. For Present Policies (issued prior to November 1957)... .2+seeeeeee piencuakbeees 


EXTRA MONEY FOR 1958 DIVIDENDS 


Increase in scale, for fifth consecutive year, will call for apportionment of 


$31,700,000, which is $1,500,000 more than the amount required for normal 


increment due to company growth. 


DIVIDENDS WILL BE GRADED 


according to the face amount of each individual policy in the following four 


size-groups: 

Below $2,000 

$2,000-$4,999 

$5,000-$14,999 

$15,000 and over 
On policies with Family Income or Level 

Term riders attached, the size-group is de- 
termined by the face amount of the basic 
policy, excluding the amount of the rider. 


OTHER FEATURES 


No reduction in any gross premiums. 
Dividend adjustments within the size- 


group affected will be the same for all plans 
of insurance including Term, for all ages 
and all durations. 

Ordinary Life policies of $15,000 or more 
will have more generous guaranteed surrender 
values. 

Female applicants for $15,000 or more 
Ordinary Life at age 28 or over, will receive 
a special extra dividend over and above those 
paid to male lives. 

Ask your New England Life general agent 
for further details. 


NEW ENGLAND 
Mita UA ¥ EB Le ee 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1635 
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Keeping Faith through the years 


For over 90 years, since 1867, the Equitable 
Life of Iowa and its field associates have been 
keeping faith with American families — a faith 
founded on the security of life insurance — 
and as a New Year approaches, they renew 
again this continuing pledge. 


PPP rE PE 2 
Me inl al at tk Dd 


LIFE INSURANCE COMPANY OF IOWA 





FOUNDED IN 1867 IN DES MOINES 








Revised! Up-To-Date! 
THE 1958 R & R TAX HANDBOOK 


Reflects the latest tax decisions and rulings, including the 
Casale Case, Prunier Case, Sanders Case, etc. 


Do you ever have questions about income, estate and gift 
taxation of life insurance? . . annuities? . . business insur- 
ance? .. pension trusts .. etc.? 


Here are answers to more than 240 questions on the tax law! 
Over 200 pages. 54% x 8. This pocket-size handy reference 
manual is a “must” for every career agent ... Order now 
for delivery in January. 


Single copy $1.75; quantity prices on request. 








THE INSURANCE RESEARCH & REVIEW 
Hilbert Rust, C.L.U., President 
INDIANAPOLIS ~ 





THE NATIONAL UNDERWRITER. Life Insurance Edition. Published weekly 
year, No. 51, Saturday, December 21, 1957. $7.50 per year (3 years $20); 
matter June 9, 1900, at the post office at Chicago, 











GENERAL AGENT. 


OPPORTUNITY 





CAN YOU PROSPECT? 
Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 

Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 


Can you inspire and show others “how to”? 


CAN YOU COMPETE? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


HERE’S YOUR ANSWER! 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 
FREDERICK E. JONES, President 
HOWARD W. KRAFT, Vice President 
and Director of Agencies 








10 SPATE LIFE 


COLUMBUS 15, OHIO 





Licensed in: Arizona, California, Delaware, D.C., Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, N. Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 
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Santa Barbara...Lake Louise ~ * ‘a az 
...that’s our convention schedule ~*~ 

for this year and next. You can 

open the door to a Pacific National Life general 
agent career for yourself. When you do, you'll 
enjoy non-contributory pension plan and be able 
to offer top commission contracts to your agents. 
How about it? Why not write to: Kenneth W. 
Cring, Vice-President and Supt. of Agents. Do 
it Now! Travel on the winning team. 


Sine PACIFIC NATIONAL LIFE 
fresurance Cs. 


Home Office: 411 East South Temple, 
Salt Lake City, Utah Ray H. Peterson, Pres. 
Kenneth W. Cring, Vice-Pres. and Supt. of Agents. 
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Service of Process 
Acts Get New Scope 
From Supreme Court 


Mere Mailing Of Renewal 
Premium Notice Is Enough 
To Bring Law Into Play 


WASHINGTON—Just the mailing of 
a renewal premium notice on a policy 
issued to a policyholder residing in a 
state where the insurer is not licensed 
is enough to subject the company to 
the state’s unauthorized insurers serv- 
ice of process act, the U. S. Supreme 
Court has unanimously ruled in McGee 
vs International Life of Texas. 

iJ 


The decision, handed down Monday, 


means that the barest “minimum con- 


tact” is enough to bring the service of 
process law into play. In fact, the con- 
tacts in the McGee case were about as 
“minimum” as it would be possible to 
find. The contact was confined to mail- 
ing premium notices to a California 
policyholder who had bought an acci- 
dent policy from a company which In- 
ternational reinsured in 1948 before 
the California service of process act 
when into effect. Lowell S. Franklin, 
the policyholder, died in 1950. 

Mrs. Lulu McGee, the plaintiff’s 
mother and beneficiary, sought to col- 


' lect under the policy. International 


denied liability, contending the policy- 
holder had committed suicide. Mrs. 
McGee sued in California and service 
was had on the insurer under the serv- 
ice of process act. International failed 
to appear and a default judgment was 
taken, under which suit was filed in 
Texas. The supreme court of Texas 
upheld the lower state courts in deny- 
ing the validity of the California stat- 
ute and the question was submitted to 
the U. S. Supreme Court. 

The Supreme Court decision is ex- 
pected to affect not only the operations 
of various types of insurers but on 
banks and corporations generally, since 
the opinion was not limited to insur- 
ance companies. 

e 

Justice Black, who wrote the opin- 
ion, said residents of states having 
claims against unlicensed insurers 
“would be at a severe disadvantage 
if they were forced to follow the in- 
surance company to a distant state in 
order to hold it legally accountable. 
When claims were small or moderate, 
individual claimants frequently could 
not afford the cost of bringing an ac- 
tion in a foreign forum—thus, in effect, 


Name Premo Conn. 
Commissioner To 
Succeed Spellacy 


Alfred N. Premo, deputy insurance 
commissioner of Connecticut since 
July, 1955, has been appointed com- 
missioner to succeed the late Thomas 
J. Spellacy who died in his sleep while 
attending the midwinter meeting of 
National Assn. of Insurance Commis- 
sioners at New York. 

Gov. Ribicoff appointed Mr. Premo 
to fill out Mr. Spellacy’s term which 
extends to June 30, 1959. Mr. Premo 
formerly was a special agent of Hart- 
ford Steam Boiler. 

Following his swearing in, Mr. Pre- 
mo appointed William R. Cotter, special 
assistant in the governor’s office, as 
his deputy. Mr. Premo and Mr. Cotter 
are residents of Hartford. 





making the company judgment-proof.” 

Justice Black also pointed” out that 
International Life had never “had any 
offices or agents in California and 
never solicited or done any insurance 
business in California apart from the 
policy involved here.” In previous sim- 
ilar cases there has been considerable 
evidence to the effect that the com- 
pany was “doing business” in the state 
where it was not licensed, such as by 
having its policyholders act as solici- 
tors or doing a regular mail solicitation 
business. : 

The Texas courts base their deci- 
sion on the 1878 U. S. Supreme Court 
decision in Pennoyer vs Neff. This held 
that state courts could not get juris- 
diction over a “person,” including a 
corporation, unless he or his agent 
were physically within the state and 
served with legal process there. That 
decision was based on the “due proc- 
ess” provision of the Constitution. The 
court held that it violated the “due 
process” provision for a state to exer- 
cise power over persons not within its 
borders. 

However, in recent years, as in the 
Virginia vs Travelers Health Assn., for 
example, the Supreme Court has been 
allowing state courts to serve process 
by mail and take jurisdiction where 
out-of-state corporations have certain 
“minimum contracts” within the state. 


Lawyer Writes Article On Taxes 


How to get money out of a corpo- 
ration with minimum federal income 
tax liability is the subject of a report 
by Sydney C. Winton, New York City 
attorney, in the December issue of 
Estate Planners Quarterly. With the 
December issue, the quarterly com- 
pletes its sixth year of publication. It 
is published by Farnsworth Publish- 
ing Co. of New York. 











Late News Bulletins... 








NALU Sets 78,000 Membership Goal For 1958 


National Assn. of Life Underwriters has set a membership goal of 78,000 for 
1958. Membership now totals 73,000. William E. North, New York Life, Evans- 
ton, Ill., national membership chairman, has set quotas for state and local 
associations. In keeping with the “roundup” spirit of the annual convention 
in Dallas in September, a “chuck wagon” breakfast will be held for state and 
national membership committee members to climax the campaign. 


Shepherd, Thore, 
Glenn, 9 Others At 
LIA Get New Titles 


NEW YORK—Bruce E. Shepherd has 
been elected to the newly created of- 
fice of executive 
vice-president of 
Life Insurance 
Assn. of America. 
This office super- 
sedes that of man- 
ager, the title for- 
merly held by Mr. 
Shepherd. 

Eugene M. 
Thore, formerly 
general counsel, 
has been elected 
vice-president and 
general counsel, 
also a new position. Henry R. Glenn, 
formerly associate general counsel, has 
been elected general counsel and treas- 
urer. Albert Pike Jr. continues as actu- 


Bruce E. Shepherd 





Glenn 


Henry R. 


Eugene M. Thore 


ary and Robert B. Crane as secretary. 

Mr. Shepherd joined the staff of the 
association in 1932 as actuary, and be- 
came manager in 1945. Mr. Thore be- 
came general counsel in 1947. Mr. 
Glenn joined the legal staff in 1929, 
becoming assistant general counsel in 
1945 and associate general counsel in 
1948. 


Other promotions and new staff des- 
ignations were announced as follows: 
James J. O’Leary, from director of in- 
vestment research to director of eto- 
nomic research; Manuel M. Gorman, 
Eldon Wallingford and Kenneth L. 
Kimble, from assistant general coun- 
sel to associate general counsel; Ralph 
J. McNair, from secretary to assistant 
vice-president; Albert V. Whitehall, 
from associate director of health in- 
surance to director of health insurance; 
Benjamin B. Kendrick, from research 
associate to assistant director of re- 
search; Kenneth M. Wright, from asso- 
ciate economist to assistant director’ of 
economic research, and B. Fred 
Schreiber, from assistant secretary, 
legislation, to assistant secretary. 


Mutual Of N. Y. Buys Notes 


Southwestern Investment Co. has 
placed a $1.5 million issue of 6% 
notes, due in 1972, with Mutual of 
New York. Intermountain Gas Co. of 
Idaho has placed $6,750,000 of first 
mortgage bonds, due in 1978, with 
institutional investors, including Mu- 
tual of New York? Northwestern Na- 
tional, Minnesota Mutual and Bankers 
Life of Nebraska. 


Holz Stands Pat On 
Denial Of Increase 
In Blue Cross Rate 


Tells Metcalf Committee His 
Decision Was Sound: Opposes 
Mandatory 120-Day Contract 


By JOHN B. LAWRENCE Jr. 


NEW YORK—Bitter-arguments be- 
tween Superintendent Holz and the 
Metcalf -committee.over his denial of 
a 43.8% premium rate increase to 
Rochester Hospital Service Corp. (Blue 
Cross) marked a day-long hearing on 
Blue Cross and A&S matters, here. 

Tempers also flared during the dis- 
cussion of Mr. Holz’ report on the de- 
partment’s state wide study of A&S 
coverages. Sen. Metcalf, referring to 
the superintendent’s figures on “can- 
cellable” policies, said either Mr. 
Holz did not understand his own sta- 
tistics or was misleading the com- 
mittee by not placing all the facts at 
its disposal. Mr. Holz denied angrily 
that he attempted to deceive the com- 
mittee. 


Although several proposed amend- 
ments to the insurance law were dis- 
cussed, including one that would al- 
low Blue Cross plans to write major 
medical in competition with A&S in- 
surers, the highlight of the day was 
the spirited verbal battle between Mr. 
Holz and Sen. George R. Metcalf of 
Auburn, chairman of the New York 
state joint legislative committee on 
health insurance plans. 

In his opening remarks, Sen. Met- 
calf said the committee had not taken 
any stand on the superintendent’s de- 
nial of the Rochester rate increase 
but was vitally interested in why he 
turned down the plan’s proposal for 
broader benefits. There is reason to 
believe, he said, that substantial and 
widespread support for increased basie 
benefits exists in Rochester. 

The managing director of the Ro- 
chester Blue Cross, David W. Stewart, 
said the plan made available in July 
of 1956 a series of 15 riders to groups 
of 25 or more. The response indicated 
the direction of benefit.expansion. As 
a result, the plan proposed a broad- 
ened basic community contract that 
would have extended full semi-pri- 
vate hospital care from 30 to 120 days 
per admission. The rate increase would 
have provided for rising hospital costs 
and the broadened benefits. 


Superintendent Holz then attempt- 
ed to question Mr. Stewart, but was 
balked by Sen. Metcalf. 

The committee took testimony from 
several persons in support of the rate 
and benefit increases. Harry Becker 
of the Blue Cross Association, called 
for an increase in benefits to a level 
where everyone in the community is 
covered for any and all hospital costs. 

Mr. Holz, obviously angered by the 
criticism of his decision, declared that 
he was not before the committee fo 

(CONTINUED ON PAGE 19) 





LIA Makes Page 1 
With Vanguard Talk 
Of Labor Secretary 


NEW YORK—The Life Insurance 
Assn. of America annual meeting got 
front-page daily paper publicity by 
reason of being the forum at which 
Labor Secretary Mitchell stated the 


FieNATIONAL UNDERWRITER 


nation’s military position in the light 
of the Vanguard rocket failure. 
Secretary Mitchell warned against 
getting unreasonably upset about 
Vanguard’s failure, saying that “it is 
not only improper but incorrect to 
read into this failure inadequacy in 
our national security.’’ After outlining 
the armament that is ready for in- 
stant action, he added: “We can at 
this moment decimate any attacker, 


no matter what weapons he might 
use against us.” 
Other prominent personages from 


outside the life insurance business 
were also featured on the program. 

Chairman William McC. Martin of 
federal reserve board urged the life 
insurance business continue its efforts 
in the direction of basic economic and 
financial research and avoid letting 
the research become utilitarian. Com- 
menting on the recent reduction in 
discount rates by the federal reserve 
banks, Mr. Martin said the action 
recognized the decline in the demand 
for bank credit, which began early in 
September. This represented an im- 





How Pacific Mutual does more for future Agency Management... 


under its famous 


~"SILCTION for SUCCESS 


recruiting program with 


AUDIO-VISUAL AIDS 





m 1868 


PAcIFIC MUTUAL often recruited 
Agents simply by telling 

them that everyone was a prospect. 
This simple statement brought 
men into the business. 


“a Company that looks to the future!” 


sentation — How about you? 


the results: 


(1) 
Manager, Oakland. 
(2) 
ager, Portland. 
(3) 
pective agent.” Robert F. Biery, Manager, Pittsburgh. 
(4) 
Ray Walden, Manager, Newark. 
(5) 





Audio-Visual— One of the highlights of Pacific Mutual’s 
“Selection for Success’ Program is the Audio-Visual career pre- 


“Selection for Success’ testing and interviews help Agency man- 
agement to predict a man’s probable success or failure in the life 
insurance business, Audio-Visual makes a clear and appealing 
presentation of the career to those selected. All of this is done 
with a minimum expenditure of time, money and effort. Here's 
what users of the program say about ‘'Selection for Success”: 


“Allows recruiting to go on, even when I'm not around.” Les L. Grubin, 
“The greatest ‘attracting’ tool | have ever seen.” Al Loveland, Man- 
“Draws a complete and effective picture of the business for the pros- 
“Gives me back half a day, every day, during sustained recruiting.” 


“The most dramatic career presentation in the Life Insurance busi- 
ness.” Pete Whaley, Manager, Dallas. 


Pacific Mutual 
Life Insurance Company 


HoME office: Los Angeles, California’ 
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portant shift from the overwhelming 
demand for credit—“tantamount to a 
California gold rush—which had oc- 
curred with amazing persistence Over 
the past two years.” 

President L. L. Colbert of Chrysler 
Corp. gave an optimistic picture of 
the economic situation, saying it is 
very easy to exaggerate bad news. 

“The fact is that our economy has 
become remarkably diversified and be- 
cause of the increased variety and 
diffusion of economic activity we as 
a country are better able to adjust 
flexibly to cutbacks in key sectors,” 
he said. 

There was much interest in the 
symposium on _ international affairs 
which had as participants A. A. Berle 
Jr., professor in the Columbia Uni- 
versity law school, Nelson A. Rocke- 
feller, director of Rockefeller Center, 
Inc., and Clarence B. Randall, special 
assistant to President Eisenhower. 

Other features of the program were 
reported in last week’s issue or are 
covered elsewhere in this issue. 


Treasury‘s Company 
Tax Proposal Under 
Wraps Till Next Year 


WASHINGTON—tThe Treasury De- 
partment’s “total income” proposal for 
taxing life companies has not been 
made public and is not expected to get 
a public disclosure until early next 
year. The joint technical staff of the 
House and Senate has the proposal but 
is close-mouthed. However, the pro- 
posal is understood to provide for com- 
bining premium and investment in- 
come and making allowance for ex- 
penses and reserves according to a 
Treasury formula and applying the 
regular corporate income tax rate to 
the balance. 


Chicago DITC Class Opens 

New DITC classes have opened 
recently in Chicago and the 13-week 
study in A&S sales will be held every 
Wednesday afternoon. The course is 
open to all, and tuition is $40. Two 
hours of weekly class-room work and 
discussion are supplemented by field 
assignments and problems. The course 
covers A&S selling, key man and tax 
selling. Instructor is Eugene Farris, 
general agent of Midland Mutual Life. 


DEATHS 


JOHN M. BLACKHALL, 46, assist- 
ant actuary, Cal-Western States Life, 
died at his home from a coronary oc- 
clusion. He entered the business with 
Monarch Life in 1938, and joined Cal- 
Western States after service with the 
Canadian government in World War 
II. 


JAMES E. KAVANAGH, 86, retired 
vice-president of Metropolitan Life, 
died at his winter home in Lake Wales, 
Fla. An authority and pioneer in group 
insurance and employe benefit plans, 
he was in charge of Metropolitan’s 
group division from its founding in 
1917 until his retirement at the end of 
1941. After teaching school for several 
years, Mr. Kavanagh joined Metropoli- 
tan Life as an agent in Toronto in 
1897 and was appointed superintend- 
ent of agencies of New York state and 
Canada in 1905, He was appointed 4th 
vice-president and placed in charge 
of the new group division in 1917; was 
advanced to 3rd vice-president in 1919; 
2nd vice-president in 1924, and vice- 
president in 1936. 
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Cal. Assn. Backs 
R. E. Wood For NALU 
Trustee Candidate 


California Assn. of Life Underwrit- 
ers gave its unanimous endorsement 
to R. Edwin Wood, 
associate manager 
for Phoenix Mu- 
tual at San Fran- 
cisco, for trustee 
of National Assn. 
of Life Underwrit- 
ers. The action 
was taken during 
the midyear meet- 
ing at Anaheim. 

Mr. Wood is 
chairman of the 
NALU social se- 
curity committee 
and headed the 1957 NALU nominating 
committee. He is a past president of 
the California association, a member 
of its legislative advisory committee, 
and is serving his eighth year as na- 
tional committeeman for the San Fran- 
cisco association. 

“Where Do We Go From Here?” was 
the theme of the agents’ forum which 
closed the business sessions of the 
association. 





R. Edwin Wood 


Among the items covered during the 
three-hour session were dangers in in- 
creased Social Security benefits, as- 
sociation group plans, jumbo group, 
return to the “hard sell” technique 
and life insurance reserves as the best 
form of dollar investment. 

Presenting formal talks and answer- 
ing floor questions were Walter Gastil, 
Connecticut General, Los Angeles, 
California association national com- 
mitteeman; Harry N. Phillips, Sun 
Life of Canada, San Francisco, NALU 
trustee and group insurance commit- 
tee chairman; Mr. Wood, and Hal Van 
Cleve, Massachusetts Mutual, Los An- 
geles, member of the state association 
group insurance committee. 

Mr. Gastil told the delegates that 
the hard sell technique of the de- 


ipression era may again be popular in 


the life insurance industry sooner than 





many agents think, and that those 
who have become too used to the soft 
and easy sale may find themselves 
unable to compete. , 

If a hard selling job had been done 
on individual doctors in the Los An- 
geles area, he said, the Los Angeles 
Medical Assn. might not now be in- 
itiating a group life plan. 

In opening his talk, Mr. Phillips 
quoted a recent article in the maga- 
zine, Changing Times, which stated 
within 25 years, the majority of all 
life insurance will be written on a 
group basis. He called for serious 
study, at the national level, of the 
group insurance expansion. He con- 
demned the practice of “raiding the 
other person’s business” in order to 
write it on a group basis, and also 
scored direct-writing companies that 
have their own employed representa- 
tives soliciting group plans. 

Mr. Wood presented the NALU slide 
film presentation on social security 
Problems as an adjunct to his talk. 
The film pointed up the dangers in 
unlimited expansion of social security 
benefits. 

Local action is needed now, Mr. 
Wood stated, if out-of-balance in- 
(reases are to be avoided when Con- 
gress meets again. In an election 
year, he said, the politicians will be 
Prepared to make hand-outs which 
seem good. 

“We must alert the public to the 
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dangers of tomorrow if unwise hand- 
outs are made today”, Mr. Wood 
stated. 

Mr. Van Cleve pointed out that 
many of the life companies today are 
guilty of “volumitis” and are pushing 
the new special forms such as mini- 
mum pay, decreasing term, family 
plans, professional association group 
life and jumbo group to the exclusion 
of permanent level premium life in- 
surance. He described the group life 
plan now in operation by the Los An- 
geles Medical Assn.: 

“The medical association plan con- 
templates $10,000 of guaranteed issue 
without physical examination if 1,000 
members make application prior to 
Jan. 1, 1958. An additional $40,000 
may be applied for upon evidence of 
insurability. 

“Individual policies are to be issued 
on a 10-year renewable term basis to 
age 70. Rates are guaranteed and pol- 
icies may be converted prior to age 70 
and automatically convert to ordinary 
life at age 70. Once issued, the pol- 
icies are non-cancellable. 

“The plan is being solicited by a 
local general insurance firm. If the 


(CONTINUED ON PAGE 16) 


CENTRAL LIFE 


N. Y. State Agents 
Angered At Wave Of 


Policy Replacement 


ALBANY—New York State Assn. of 
Life Underwriters has released the 
text of a sharply 
worded resolution, 
passed by the del- 
egate body, offi- 
cially condemning 
the practice of re- 
placing old policies 
with new as con- 
trary to the public 
interest. . 

The resolution is 
directed principal- 
ly at replacement 
of established 
plans of perma- 
nent protection in force with the fam- 
ily policy or any of the other new 
plans on the market today. 

It points out that this practice is not 
only contrary to the best interests of 
the policyholder, but contributes to in- 
flation by releasing invested funds for 





Joseph N. Desmon 


A leader and... 





Preferred Combination Life (PCL) 
. with true graduated premium! 


Disability Income Continuance (DIC) 
. revolutionary new disability income! 


Preferred Investment Plan (PIP) 
... premium return and dividend profits! 


Wife Insurance Plan (WIP) 
. with more protection when it’s needed! 


Family Insurance Plan (FIP) 
... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 
. one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Coitiall Le 


ASSURANCE COMPANY, 


Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 
... but not 
ASSETS | $150 Million 
SURPLUS | $ 13 Million 
INSURANCE | $490 Million 
IN FORCE 


current spending. 

It brands as “open to suspicion of 
unethical practice” all who participate 
in replacing old policies with new 
ones, “whether it is recommended by 
a life insurance company home office, 
an agent, a broker, a member of man- 
agement, or an advisory organization. 


It calls upon the life companies to 
review their advertising copy on the 
family policy and the other new plans 
they are offering the public “to be 
certain that such advertising does not 
lend itself to encouraging the replace- 
ment of existing insurance, contrary 
to the best interests of the policy- 
owner...” 

It calls upon Institute of Life Insur- 
ance to include in its anti-inflation 
advertising campaign “suitable copy 
relating to the benefits of cash values 
in life insurance, and to emphasize the 
superiority of existing policies of life 
insurance.” 

In announcing the official action, 
Joseph N. Desmon, general agent of 
Continental Assurance at Buffalo and 
president of the association, said re- 
ports had been received of more com- 
panies experiencing an alarmingly 
high lapse and surrender ratio as the 
result of the new term plans. 


Institute of Life Insurance has just 
described the family policy as “one 
of the most revolutionary marketing 
developments in life insurance his- 
tory,” with sales to “well over a mil- 
lion American families” and ‘with 
many billions of insurance protection 
thus set up” by the end of this year, 
Mr. Desmon pointed out. 

Remarking that “family policy re- 
placement sales continue to soar,’ Mr. 
Desmon said, “it has reached the 
point where we can no longer remain 
silent.” 

The resolution also emphasizes that 
the New York state association repre- 
sents 31 local associations comprising 
more than 5,500 members; that “the 
public is not served by such replace- 
ments except in rare instances after 
detailed complete comparisons are 
made available to the policyowner;” 
that “cash value forms of life insur- 
ance are preferable to own because 
they not only provide low net insur- 
ance cost but protect against the haz- 
ard of living too long.” 


Schedule Northern Cal. 


Sales Congress, Jan. 27 


Northern California Sales Congress, 
adopting the theme “The U in Suc- 
cess”, will be held Jan. 27 under the 
auspices of San Francisco Life Under- 
writers Assn. 

Speakers and their subjects will be: 
Vincent Cullinan, San Francisco attor- 
ney, “The Policyholder’s Relation to 
the Agent;” V. W. Kelley, district 
manager at San Angelo, Tex., for 
Amicable Life, “Fools Gold;” T. H. 
Neville, agency vice-president, Man- 
ufacturers Life; Henry Galarneaux, 
training supervisor, Metropolitan Life, 
“Seeing Is Sound Selling”; Steven L. 
Davenport, Provident Mutual, Oak- 
land, “Sole Proprietorships—A Second 
Look”; and Mayor George Christopher 
of San Francisco. Elwood T. Starbuck, 
Provident Mutual, is general chair- 
man of the annual event. 


Milwaukee Cashiers Elect 


Milwaukee Life Insurance Cashiers 
Assn. has elected Martin Larson, Old 
Line Life, president; Harold M. Benitz, 
Prudential, vice-president; Jerome 
Glowinsky, Old Lise Life, secretary, 
and Mildred Clathworthy, Mutual 
Benefit Life, treasurer. 
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FeNATIONAL UNDERWRITER 


Ordinary Must Hold Its Appeal Despite 
Competition From Newer Developments 


By JOHN B. LAWRENCE JR. 


NEW YORK—The dual appeal of 
protection and savings must be re- 
tained in permanent cash value life 
insurance and not allowed to go down 
the drain under the pressures of new 
developments, Vincent B. Coffin, se- 





NOW 
ONE BILLION 
DOLLARS 
OF LIFE 
INSURANCE 
IN FORCE 


On August 26, 1957 
Pan-American Life 
Insurance Company 
passed the mark of 
One Billion Dollars of 
Life Insurance 

in Force. 


Ads similar to this 

one appearing in 
NEWSWEEK 
magazine and in 53 
major newspapers 
have assisted our 

Field Force in reaching 
this goal—they will 
continue to aid them 
in their future progress. 


You can “‘put yourself, 
and your family, on 
your own payroll 
first’? not only through 
our life insurance, 

but also by 
representing us under 


PAN-AMERICAN’S 
CAREER CONTRACT 


President 


Erttthcne 


Executive Vice-President 


(MOO 


Vice-Pres. & Agency Director 





nior vice-president of Connecticut Mu- 
tual, declared at the annual meeting 
of Life Insurance Assn. of America. 

There is too much emphasis today 
on protection alone, Mr. Coffin said. 
Insurance sellers must give counsel, 
particularly to the younger men, on 


the value of ordinary insurance. 

Acting as moderator of a panel on 
merchandising, Mr. Coffin noted that 
merchandising may seem strange and 
weird to many company presidents 
who have risen through the ranks in 
departments other than agency. Until 
recently, the industry was accused of 
indifference to product design. Now, 
however, there are a number of new 
designs. 

Some of these changes were dis- 
cussed by the panelists: Roger Hull, 
executive vice-president of Mutual of 








Lul your FAMILY on 
your payroll first / 





esas AE 


oe 


Insurance policy. 









Among the top 10% of 
U. S. life insurance 
companies — writing 
more than 90% 
of all life 
insurance. 


STS ass 


Jour Pan-American Agent | 
Can Show you how... 


Uppermost in the mind of every man with a wife and children 
is to provide a fine standard of living for them today . . . and, 
to be certain they continue their standard of living in the 
future. If all of his salary goes into other hands every pay- 
day, there’s nothing left for family protection. The wise man 
puts his family on his own payroll first! A brief talk with 
a Pan-American representative will quickly disclose how easy 
it is to provide security with a special Pan-American Life 


Pan-American 


Life Insurance 


SE 






A MUTUAL 
COMPANY 


NEW ORLEANS 
U.S.A. 








December 20, 1957 


New York; President Benjamin N, 
Woodson of American General Life, 
and President Henry S. Beers of Aetna 
Life. 

For a long time, Mr. Hull noted, life 
insurance was considered a lump sum 





Roger Hull 


V. B. Coffin 


death benefit. But now, new package 
plans have been developed and com- 
petition among insurance companies 
has increased. Competition also comes 
in a big way from outside sources, 














like automobiles. The industry must 
package its product attractively to 
compete for the consumer dollar. 

As an example, Mr. Hull pointed 
out that his own company has sold 
30% more insurance this year, much 
of the gain stemming from the re- 
cently introduced quantity discount 
plan. 

Also important is the need to excite 
the sales force over a new develop- 
ment. He recalled that his company’s 
across-the-board rate reduction in 
1951 resulted in a 15-20% increase 
while another New York company ob- 
tained a 30-40% gain by doing an 
outstanding selling job on this same 
development to its sales force. 

Mr. Hull predicted that more and 
more business will result from pre- 
authorized check plans. He termed this 

(CONTINUED ON PAGE 17) 


St. Louis General Agents, 
Managers Hear Weber 
E. Clare Weber, general agent, New 





England Mutual Life, Cleveland 
speaking on “Let’s Look Within” at 
a meeting of St. Louis Genera 
Agents and Managers Assn., said h 
has an abiding faith in the efficiency, 
and persistency of his agency’s per. 
sonnel, but he doesn’t believe in wast, 
ing time on the personal produce 
who can’t be upgraded—who is will 
ing to be just average, if that good 
“Life insurance selling is not the busi- 
ness for the average man.” 
* 

Men fail in life insurance becaus 
of a lot of little mistakes, he said, and 
success is based on day to day re- 
sults. A good formula for success is 
to obtain one complete interview pel 
day, five days each week. “I’m not in- 
terested in how many hours a maj 
sweats per day but what he does with 
his time.” The agent must take his 
services to the client instead of try; 
ing to attract him to the office. H¢ 
must make the prospect thirst for the 
life insurance protection that is being 
made available to him. 

Touching on the need for the righ’ 
attitude toward life insurance, he saiq 
that he insists that all of the produc; 
ers in his organization buy at leas| 
a minimum of $66,000 on their ow 
life and as soon as possible raise thei] 
personal protection to a minimum 6 
$100,000. 


Mid-Atlantic Actuaries Name roe 


Samuel C. Tatum, vice-presidet! 
and actuary of Jefferson Standat 
Life, has been elected president ¢ 
Middle Atlantic Actuarial Club. Al 
elected were DeLos H. Christian, 24 
vice-president and associate actual 
of Life of Virginia, vice-presidet' 
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and Helen R. Gibson, manager of tH 
actuarial department of Monument 
Life, secretary. 
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LIFE INSURANCE EDITION 


Don't Have Too Much Fun At An Agency 
Convention Unless You Want To Be Taxed 


WASHINGTON—Internal Revenue 
Service has issued a ruling upholding 
the views of its field men who have 
been holding that the costs of life 
agents convention trips are taxable to 
them as income if paid by the compa- 
ny, conditioned upon this point: If the 
trip is a reward for service, then it is 
income. If, however, the agent is re- 
quired by the company to go, he can 
deduct his expenses. Or if the company 
pays the bill the agent can include it 
as income and then deduct it as ex- 
pense. 

The ruling is apparently a private 
or so-called “letter-ruling,” made in 
answer to an inquiry. These are not 
made public. Internal Revenue Service 
has stated that there has been no 
“national” ruling on the point. 

Technicians at the Internal Revenue 
Service say that whether or not a life 
agent’s trip to a convention is taxable 
to him as personal income depends on 
the facts and circumstances in each 
particular case. A basic principle in- 
volved is whether an agent is given a 
trip as a prize. The 1954 code says that 
prizes are taxable, with a few speci- 
fied exceptions. Certain other benefits 
are also taxable, such as _ housing, 
meals, etc. 

J 

Some district directors of internal 
revenue or their staffs have been 
holding that in certain instances con- 
vention trips of agents financed by 
their companies as awards for per- 
formance are taxable as income. (Al- 
though the company may deduct the 
costs, whether income to the agent er 
not, the situation presents some com- 
plications, as the company is supposed 
to withhold taxes on compensation 
paid to employes. ) 

The crux of the question appears 
to be: Where a company finances 
trips of its agents to a convention or 
other meeting at a plush resort, and 


holds educational sessions there, is 
the cost taxable to the agent as in- 
come—assuming that the free trip is 
given only to those who meet certain 
production requirements? 

Not automatically, according to an 
internal revenue source, though it 
was indicated that the location of the 
resort would have some bearing. But 
the mere fact of the meeting’s being 
held in a “nice place” would not 
cause the expense to be taxed as in- 
come. But if a large producer were 
given a free stay of several additional 
days or the company paid his wife’s 
expenses, that would be regarded as 
a prize and taxable to the agent as 
compensation. 

There must be a determination of 
the facts in each case, according to the 
IRS source. If the company-financed 
trip is primarily for business purposes, 
then there is no question about its 
being regarded as business expense 
and not compensation. The important 
test, he said, is what the agents do 
after they arrive at the plush resort. 
If they attend to business, mostly, 
then there will be no question raised. 
It may be raised in cases where a 
production quota must be met before 
an agent can get a free trip. 

There may be borderline cases, the 
IRS spokesman conceded, but he felt 
they could be settled by applying the 
basic considerations referred to above. 


Buffalo Group Elects Schworm 

Walter A. Schworm, Mutual Bene- 
fit Life, has been elected president of 
Buffalo Life Insurance Trust & Bank- 
ing Council to succeed Elmer T. Hew- 
son, assistant vice-president Manufac- 
turers & Traders Trust Co. 

Also elected were E. Frey, assistant 
trust officer Liberty Bank, vice-presi- 
dent; William L. Wadsworth, general 
agent New England Life, secretary, and 
Rudolph W. Grabeau, trust officer Ma- 
rine Trust, treasurer. New directors for 





MOST AMAZIN 
GROWTH 


. « » Rolls On Toward ‘58 


% 
\- 












Aiming for Seventy Million Life 


Paid for during the calendar year 1957. 
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Charles G. Ashbrook, President 
Ronald D. Rogers, CLU, Agency Vice President 
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Chicago, Illinois 








three years are Allen O’Donnell, gen- 
eral agent Equitable of Iowa, and How- 
ard C. Gray, vice-president Marine 
Trust. 


Slate Discussion Sessions On 


‘Investments, Insurance And You’ 

W. F. Kelly, manager Phoenix Mu- 
tual midtown New York City brokerage 
agency, and Lionel David, assistant 
vice-president Colonial Life, are co- 
sponsoring two discussion sessions on 
“Investments, Insurance and You”. The 
first session, Jan. 21, will cover why 


5 


people invest, what to look for in a fi- 
nancial report, and advantages of dif- 
ferent types of investments. The second 
session, Jan. 28, will cover how to de- 
velop your own program, factors af- 
fecting the market today, and “The Fu- 
ture and You.” The sessions will run 
from 7 to 8:15 p.m. and will be at the 
Rockefeller Center office of Merrill 
Lynch, Pierce, Fenner & Beane, which 
is cooperating in the project, at 120 
West 46th street. There is no charge. 
Those wishing to attend should write 
or phone Mr. Kelly at the Chrysler 
building. 
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LIFE + 


e Non-can. A & S (Guaran- 
teed Renewable to 65) 


e Commercial A & S (First 
day for lifetime) 
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| would like to know about your ACCIDENT & 
SICKNESS and MILLION DOLLAR AGENCY 
BUILDERS PLAN 








..Life volume for 1955 $ 
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ACCIDENT & SICKNe>s 
in combination with 
MILLION DOLLAR AGENCY PLAN = 
MORE SALES and MORE COMMISSION $$$$ 


CHECK THIS EXTRA SALES FIREPOWER: 


e Association Group and 
Baby Group A & S 


e Hospital Expense and 
BEST OF ALL... 


LUCRATIVE FIRST YEAR & RENEWAL COMMISSIONS 
A DOUBLE BARRELED SALES SHOT THAT HITS THE 


If you think you are the right man and want INCREASED INCOME, 
SECURITY, PRESTIGE, AND YOUR OWN MILLION DOLLAR 
AGENCY ... just mail completed coupon today. You have every- 
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FeNATIONAL UNDERWRITER 


Prudential Forecast Is For Moderately 
Good Advance In General Economy In ‘58 


A “moderately good” advance in the 
nation’s economy, accompanied by a 
leveling of consumer prices, is pre- 
dicted for 1958 in a detailed economic 


forecast released by Prudential. 
The advance 


will push the gross 


national product—the value of all 
goods and services produced in the 
United States—to a record high of 
nearly $450 billion, an increase of $13 
billion over the estimated GNP for 
1957. 


The “leveling in consumer prices 
will mean that this advance will be 
real, and illusory” like 1957’s, says 
the forecast, which is prepared an- 
nually by Gordon W. McKinley and 
his staff of Prudential economists. 

They point out that at least half of 
the $21 billion increase that took place 
this year has been attributable to in- 
flated prices, not to increased output 
of goods and services. 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Peterson acquired his first policy 
with this company at the age of 18. Today Northwestern Mutual Life insurance is a major part of his estate. 





KARSH, OTTAWA 


“Please dont try to make family 
security a do-it-yourself project 


Sound personal advice for men at every stage of success 
by PETER O. PETERSON, President, Mack Trucks, Inc. 


_ ost successful men put a good deal 

M of themselves into their work day 
after day. But they also know the value 
of seeking the advice of specialists at 
every important step. 

“There really should be no change from 
this attitude when one plans his family’s 
future through life insurance. Yet I’m 
afraid there often is. 

‘Sometimes a man fails to bring to the 
matter the same concentration and interest 
he applies to his job. He looks on it as 


a sort of minor do-it-yourself project. 

“Take my word on it—for sound life 
insurance planning, you need help in 
making the right decisions. Everyone 
does. And from the time I was 18, I have 
benefited from the counsel of a well- 
qualified life insurance agent. 

**My advice, especially to young men, 
is to choose a life insurance agent with 
care. Then practice listening—and learn 
to confide in him. Let’s reserve the do- 
it-yourself activity for lesser projects.” 





A CENTURY 
OF SAFEGUARDING TOMORROW 


Y CHARACTER, ability and training 

your Northwestern Mutua! agent is well 
qualified to help solve your protection prob- 
lems. He represents one of the world’s largest 
life insurance companies, this year celebrat- 
ing its 100th anniversary. Ask him about 
Northwestern Mutual’s new Quantity- 
Earned Savings(QES) ...lower-than-ever net 
cost on all types of policies, $5,000 and up. 





Zhe NORTHWESTERN MUTUAL 2% Lasurance Company 


MILWAUKEE, WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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While they believe that “hesitation” 
will continue to keynote business ac- 
tivity during the next few months, 
they look forward to a “brisk advance” 
in the second half of the year. 

The Prudential economists say the 
advance will be largely due to a grad- 
ual shift in the buying habits of the 
American public, which will increase 
its purchases of home appliances, au- 
tomobiles and other durable goods. 

In forecasting the main segments of 
the U. S. economy they predict: 

1. Business capital expenditures 
will be down $3 billion from 1957. 

2. Home buying will be up $1 bil- 
lion. 

3. Consumer spending will rise by 
$11 billion. ‘ 

4. Government spending will in- 
crease by $5 billion, with the federal 
government accounting for $2 billion 
of the increase and state and local 
governments $3 billion. 

5. Foreign exports will decline $1 
billion. 

e 

The economists note that the vol- 
ume and distribution of consumer 
spending have “provided the principal 
key to the business situation during 
the past year.” They point out that 
“consumer purchases of non-durable 
goods and services have risen steadily 
and rapidly, but durable goods sales 
have shown no increase at all.” 

As a result, “In the midst of general 
prosperity and rising prices, excess 
capacity has appeared in many dur- 
able goods lines” and manufacturers 
have felt the impact. 

“The revival of durable goods buy- 
ing will stem partly from a normal 
resumption of consumer interest as 
goods purchased in previous years be- 
gin to wear out or become outmoded, 
and partly from an increase in de- 
mand associated with the rise in new 
housing construction. It will also be 
stimulated through an increase in 
credit buying. Many of the goods pur- 
chased on credit in the big year 1955 
are now free of debt.” 

In conclusion the Prudential econo- 
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mists say: 

“Sound monetary policy has car- 
ried us through a difficult period of} 
adjustment, and has_ succeeded in; 
curbing what could well have turned| 
into a really serious rise in consumer 
prices. 

“As the threat of inflation eases, 
and consumer expenditures resume a 
pattern similar to the distribution of 
our industrial capacity, it will be pos- 
sible for the Federal Reserve to pro- 
vide a gradual increase in the money 
supply compatible with the growth in 
our real output. 

“This is unlikely to cause a marked 
easing in interest rates because the 
demand for loanable funds in the com- 
ing year will continue strong. In- 
creased availability of money in 1958 
will, however, make possible the un- 
dertaking of many projects which have 
been deferred up to now because of 
lack of funds.” 


Midland Mutual Has Yule Display 


The home office building of Midland 
Mutual Life is decorated again this 
year with a special Christmas display. 
Topped by a large star affixed to the 
flag pole on the roof of the building, 
is a colorfully lighted, king-size Christ- 
mas tree 25 feet high and a giant 
candle 24 feet high and 8 feet in diam- 
eter. Atop the candle is a double light 
ring of gold neon tubing, approxi 
mately 14 feet in diameter and at the 
candle base is a nativity scene. The 
lighting changes behind the figures 
through all the colors of the spectrum. 
The rest of the building is decorated 
with evergreen sprays and lighted bells 
at each window. 
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LIFE INSURANCE EDI1ION 


Larson On Qualities of Insurer Leadership 


Commissioner J. Edwin Larson of 
Florida recently discussed “The Re- 
sponsibility of an Insurance Company 
Official’ at a life company meeting in 


Florida. Subsequently, he had _ it 
printed in booklet form for distribu- 
tion to Florida insurers. In _ sub- 


stance, he stated: 

The present-day economic system 
places great responsibilities upon man- 
agement. It has been repeatedly dem- 
onstrated that, unless the individuals 
in positions of direction are carefully 
trained, the entire enterprise is likely 
to collapse. We find this particularly 
true in insurance where management 
is dealing with a highly complex prod- 
uct designed to cover a myriad of cir- 
cumstances related to human life and 
property. Florida has been fortunate 
in not experiencing first-hand really 
bad insurance company management 
which some states have had the ill 
fortune to undergo. It does not take 
long for a company to run into trouble 
if it pursues a shaky course under bad 
direction and leadership. 

What are some of the responsibili- 
ties of management if it is to carry out 
its assigned functions? 

a 

A primary responsibility of directors 
is for each to recognize immediately 
the tremendous responsibility vested 
in him by stockholders. It takes all 
sorts of people to keep the business of 
the world moving. One man can look 
after himself who could not guide oth- 
ers, and his place is an important one 
in life. Those who can be trusted with 
responsibility for managing, organiz- 
ing and dispatching business are less 
numerous than the average individual. 
The services of these persons are 
sought more eagerly. No department or 
industry will run itself efficiently 
without a leader. 

What fits a man to accept responsi- 
bility? He has to have _ intellectual 
ability, knowledge of men, imagination, 
energy, enthusiasm, quality of prompt 
decision, and a personality that wins 
people to do his will. 

Directors of a company have 
achieved maturity already and have 
indicated that they are capable of ac- 
cepting responsibility, otherwise their 
stockholders would not have chosen 
them as directors. But theirs is the task 
of seeing that the best possible man- 
agement is practiced at all times. 


There are two sorts of responsibility 
in business, that of the man who is on 
the way up, and that of the man who 
has arrived. As he progresses in years 
and position, a man develops a feeling 
of general responsibility instead of a 
spirit of private adventure. One pri- 
mary duty of a director is to select 
executives to manage his company, 
and there are at least three ways in 
which an executive can prove his ca- 
pacity for bearing the type of respon- 
sibility desired. These are: 

1. He should accept accountability 
for his actions. 

2. He should demonstrate his de- 
pendability with reference to things, 
particularly money, commodities or 
tasks assigned him. 

3. He should show competency to 
act on general instructions without de- 
tailed guidance. 

An executive’s greatest skills and 
his most profound knowledge can just 
as likely lead to failure as to success 
unless he is socially responsible. The 
executive must keep in touch with 
his surroundings, giving all with whom 
he comes in contact a “square deal.” 






A responsible executive does not cen- 
ter the universe in himself and rele- 
gate every other living soul to playing 
bit parts in the personal drama of his 
life. 


What should the director look for 
in selecting the manager-type individ- 
ual? The task of selecting future busi- 
ness leaders is the real problem of top 
management. Relatively few have the 
qualifications for top positions. What 
are directors to look for in the candi- 
date for an executive position? What 
do they expect of the executive? Ex- 
ecutives are required to make deci- 
sions and assume responsibilities. To 
fulfill his function completely, the ex- 
ecutive must have various capabilities. 
He must also have the industry and 
integrity to apply these abilities to the 
job he holds and the company that 
employs him. These three qualities— 
ability, integrity and industry—are the 
essential elements of the insurance 
business leader. 

Ability encompasses intelligence, 
professional skill and leadership. It is 
seldom neglected in selecting execu- 
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tives. More often, it is improperly 
made the sole basis for selection. This 
over-emphasis is a natural one. Abil- 
ity can be identified more readily than 
either integrity or industry. Certainly 
quick perception, good memory, and 
analytic ability—components of intel- 
ligence—are important executive qual- 
ities, as the ability to make decisions 
and guide subordinates are compo- 
nents of leadership. Any company is 
justified in determining promptly if the 
candidate for a position can do the 
job. The company leader, however, 
should be well aware that the lack of 
integrity can negate the greatest tal- 
ent, and an executive’s failure to ap- 
ply himself gives his ability no value 
to the company that employs him. 
e 


Integrity includes honesty and a 
sense of responsibility. Integrity en- 
compasses not merely trustworthiness 
but the intellectual sincerity that re- 
sults in independent thinking, impar- 
tial judgment and free expression of 
ideas. Responsibility can be seen most 
easily through loyalty to the company, 
but civic interests and standards of 
personal respectability are equally im- 
portant. Integrity is difficult to ap- 

(CONTINUED ON PAGE 18) 


NOT YET, ANYWAY... 


In case you’ve been wondering, we are not yet 


accepting applications for agencies in any outer 


There are still quite a few people in the good 


old U. S. A. we haven’t written yet. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


Beneficial Standard 
To Revise Fact Book 


A national survey to determine 
what brokers would like included in a 
revised edition of the wallet-size Fact 
Book is being conducted by Beneficial 
Standard Life. 

The Fact Book, designed to enable 
the insurance man to carry with him 
at all times the answers to questions 
asked of him when he is out socially, 
contains such features as individual 
and joint income, estate, and corpora- 
tion tax tables; exemptions; insurance 
deductions; social security benefits; 
rates of important life plans; and a 
personal address and phone number 
directory. 

Specific recommendations already 
offered by insurance people including 
gift and interest tables, estate pro- 
bate and administrative costs, have 
prompted Beneficial Standard to in- 
vite additional suggestions from pro- 
ducers in the industry before printing 
the second edition. 

Upon completion of the survey, the 
new edition will be available, upon 
request, from Beneficial Standard Life, 
756 South Spring street, Los Angeles, 
Cal. 
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300 Attend Texas 
A&H Sales Congress 


More than 300 attended the annual 
sales congress of Texas Assn. of A&H 
Underwriters, held in Dallas, Dec. 2; 
Houston, Dec. 3; and San Antonio, 
Dec. 4. 

Marion Coulter, Washington WNa- 
tional, San Antonio, presided. Local 
association presidents introduced the 
speakers. 

Edward H. O’Connor, managing di- 
rector, Insurance Economics of Amer- 
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ica, speaking on ‘‘What’s Ahead,” stat- 
ed that people are thinking too much 
of “sputniks’” and similar things and 
not enough of the developments af- 
fecting the future economic life of 
the people. “A strong militant organ- 
ization is needed to secure the ap- 
pointment of a committee in Congress 
to analyze the social security plan 
now and for the future,” he said. 

Mr. O’Connor urged that underwrit- 
ers do their part in preventing legis- 
lation harmful to the economic welfare 
of the people as well as to the free 
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PENSION 


enterprise system represented by pri- 
vate insurance companies. He declared 
that security must be earned and paid 
for by the individual and by the na- 
tion. 

The only voice that Congressmen 
recognize is that of the voters back 
home, he said, urging that underwrit- 
ers contact their representatives by 
mail or in person. 

He emphasized the value of the 
service which A&S underwriters have 
rendered by citing that 75% of the 
people today have some form of health 
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insurance. He then spoke of the For- 
and bill, House bill 9467. This bill, if 
adopted, will do by indirection that 
which has been defeated by the Amer- 
ican Medical Assn., government con- 
trol of medical service, he said. The 
bill would guarantee payment but the 
controls which would have to be put 


into effect would eliminate the free-| 


dom of choice of medical care. 

Mr. O’Connor warned that if the 
present trend in social security is 
continued the cost of operation will 
reach such an amount that the tax- 
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free enterprise will be destroyed. 


Herman Ford, assistant vice-presi-/ 


dent and director of sales training, 
Southland Life of Dallas, described a} 
typical personnel conference between | 


an agency manager and his agents, | 


A panel on “What Do We Know” 
was moderated by A. D. Anderson,} 
Occidental Life of California. Carrol 
Preston, Guarantee Mutual Life, San 
Antonio, answered the question, “Why 
I Wanted to Know.” 

H. Neal Mogford, Great American 
Reserve, San Antonio, discussed the! 
presentation, citing the necessity of 
showing what to do when, and how 
to tell the story of income replace- 
ment. 

The topic of Ralph J. McCartney, 
Occidental Life of California, was, 
“The Impact of Disability on Busi- 
ness Enterprises.” He touched briefly} 
on sole proprietorships, partnerships 
and corporations when key men are 
disabled. 

James T. Pearce, Mutual of New 
York, presented “Forty Dollar Ideas” 
to close the sales conference. 


Slate ‘Pint Of Life Day’ For 
Indianapolis Insurance People 

An “Insurance Pint of Life Day”’ has 
been planned for Indianapolis, Jan. 7, 
and persons in all segments of the 
business will be asked to donate a pint 
of blood for three Indianapolis area} 
veterans’ and servicemen’s hospitals. 
Dan W. Flickinger, John Hancock, is 
chairman of the program. Empire Life 
& Accident has offered the use of its 
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auditorium as headquarters for making! 
donations. : 
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Colo. Group Votes Dividends i 
Stockholders of Colorado Ins. Co. and 
Colorado Credit Life have approved 3 
stock dividend of 10% and 50% re- 
spectively. The stock dividend gives a 
capital increase of $25,000 to Colorado 
Ins. Co. and $100,000 to Colorado 
Credit Life, putting each company at a 
total capital of $300,000. Insurance in 
force for Colorado Credit Life has 
reached $125 million and this year 
Colorado Ins. Co. has written $250 


million of insurance. 


PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company's 
negotiated in confidence through 
the facilities of this 30 year 

old organization. 


1927-1957 
PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 
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Hospital Payments By 
Insurance Companies 
Up 500% Since 1948 


NEW YORK—Benefit payments to 
persons covered by hospital expense 
policies underwritten by insurance 
companies have increased more than 
500% since 1948, according to Insti- 
tute of Health Insurance. 

These benefits have risen at a fast- 
er rate than the cost of hospital care 
in the United States. During the pe- 
riod 1948-56, hospital charges have 
increased 125%. 

In a projection of 1956 totals re- 
ported by insurance companies writ- 
ing health insurance policies, the in- 
stitute estimates that more than $1 
billion in benefits will be paid in 1957 
under hospital expense insurance 
plans, as compared to some $150 mil- 
lion received by patients confined in 
hospitals in 1948. During 1956 alone, 
some $900 million was paid in hos- 


: pitalization benefits, a 500% increase 
American 


in nine years. These figures repre- 
sent payments made to help cover the 
cost of hospital expenses only, and 
do not include benefits paid by insur- 
ance companies through other types 
of policies to cover the expenses of 
medical, surgical, and major medical 
care, and for loss of income expense 


insurance. 
e 


Evaluating the report, the institute 
said the “growth in benefit payments 
reflects both the greater proportion 
of hospital expenses being financed 
through insurance company policies, 
including practically every type of 
charge for hospital care, and the rec- 
ord expansion of these voluntary 


| health insurance programs.” 


In this connection, the insitute not- 
ed that nearly 40% or over 8 million 
people, of the 21 million who entered 
a hospital last year had insurance 
company policies to help pay for the 
cost of illness or accident. By the end 
of 1956, a record 66.3 million Amer- 
icans were protected against the cost 
of hospital care, both through indi- 
vidual and family health policies, and 
under group insurance programs. This 
represents a 155% increase in the 
number of people thus covered since 
1948. 

In concluding its report of the rise 
in benefit payments in the last nine 
years, the institute also noted that 
there has been a decrease in the time 
a patient remains in the hospital. Ac- 
cording to American Hospital Assn., 
the average length of time in short- 
term general hospitals in 1948 was 8.1 
days per patient. At the end of 1956, 
because of the advances in medical 
care and treatment, this average was 
reduced to 7.7 days. 


Mallon To Lecture On Life 
Insurance Accounting In N. Y. 


_ A course in life insurance account- 
ing will be offered at the Bernard M. 
Baruch school of business and public 
administration of City College of New 
York next year. 

Registration will begin Jan. 18. Fee 
for the course will be $20, plus a 
registration fee of $6. Classes will be 
held Thursday from 6:20 to 8 p.m. 

Edward J. Mallon, controller of 
Guardian Life, will be the instructor. 
The lectures will cover government 
Supervision, accounting for premiums 
and commissions, claims payments, 
settlement options, and annuities, pol- 
Icy loans, A&S, reinsurance, group, 
federal income tax and audit. 


Shenandoah Life held a 3-day sales 
training school at the home office for 
12 agents. 


LIFE INSURANCE EDITION 


Kiplinger Magazine 
Has 3-Page Article 
On Group Insurance 


The December issue of Changing 
Times, the Kiplinger magazine, has a 
3-page article on group life insurance 
from the employe’s point of view. It 
particularly emphasizes these points: 

1. Take it. A younger employe can 
buy individual term for less than his 
group contributions but later on the 
cost advantages of the group plan are 
so great that it is foolish for the man 
in his 20s to risk later rejection. 

2. Read the booklet carefully; also 
the certificate and ask about any- 
thing you don’t understand. 

3. Consider it temporary. It is bar- 
gain coverage only as long as you work 
at your present job. The conversion 
privilege is there, but it is just like 
buying a new individual policy, “so in 
your planning, keep in mind that your 
group protection is something that 
might be subtracted from your pro- 
gram at any time.” 


In general, the article is an objec- 
tive analysis of the benefits of group 
life coverage, with adequate warnings 
of its temporary character. The author 
describes variants, including group 
permanent, and advises the reader on 
various points that he should check up 
on. These include, for example, the 
kind of plan, including what happens 
at retirement; what the premium will 


be; who in the corporation advises 
employes on insurance problems— 
something that the man’s family 


should know, too; the amount of cov- 
erage, not only currently, but in the 
future; whether dependents can be 
covered, and whether additional ben- 
fits are provided; what kind of con- 
version rights at resignation; whether 
coverage remains in force, and if so 
to what extent, at retirement; the 
naming of contingent beneficiaries, 
and optional methods of paying 
proceeds. 

The article advises the reader that 
if he has a life insurance agent with 
whom he deals regularly, ‘“make sure 
he knows of any group coverage you 
acquire and have him work it into 
your program in the most advanta- 
geous way.” 


Annual Booklet Has Facts, 
Figures on CLU Activities 


A concise explanation of CLU and a 
progress report on the program are 
among the features carried in the 
fourth annual CLU Review, a 24-page 
public information booklet currently 
being mailed from CLU headquarters. 

The Review is published each 
year jointly by American College and 
American Society of CLU. The 1957 
issue, reporting on the school and busi- 
ness year 1956-57, contains photo- 
graphs of new officers, directors and 
trustees, and charts showing the 
growth in enrollments, the location of 
study classes, and the sponsorship of 
classes. Among other items is a section 
of questions and answers about CLU. 

The Review is being sent to all 
CLUs, to officers of the life companies 
that subscribe to the Cooperative Fund 
for Underwriter Training, to CLU 
teachers and local educational chair- 
men, to collegiate schools of business, 
and many other groups and organiza- 
tions believed to be interested. Local 
chapters are encouraged to distribute 
the booklet in their communities to 
individuals who might be interested. 

Persons interested in receiving a 
copy should write to the public rela- 
tions department at 3924 Walnut street, 
Philadelphia. 












OWN YOUR OWN AGENCY 


Pardonable 


ride. ae 


... every once in a 
NY while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency thanagement, 
we've got... 


i) The Top agency build- 

ing contract! For the man 

who is looking ahead to a 

profitable, secure future in his 

own agency, our contract can’t be 
beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
¢ climb to a top producer. 


@ A complete portfolio of life and S&A insurance plans, 
y) designed to fit every prospect and his particular needs. They 

4 include a low-cost whole life plan, Family Guardian (family 
sf group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


A some excellent territories still open (including a few major cities) in 
the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, write today to Robert O. Shepler, Vice- 
President, The Maccabees, Maccabees Building, Detroit 2, Michigan. 


Founded in 1878 


THE MACCABEES 
a Life Insurance Saciely 


Home Office 


Detroit 2, Michigan 














P Sewice foolyfe Unsure Kp ruservlatives 


Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 


Life Underwriters Service Corporation 


Life Underwriters Service Corp. 
Security Bidg., Denver 2, Colo. 


I am interested in your service. Please send further 
information, at no obligation to me. 
A Agent 


Mail this 
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Secrecy Is Poor Public Relations 


Occasional examples of overdoing 
the “off the record” adjuration at 
meetings, panels, and forums indicate 
a lack of understanding of what can 
and cannot be kept secret. It should be 
appreciated that anything that is 
broadcast over a public-address system 
to an audience of a couple of hundred 
or more cannot be kept “in the lodge,” 
unless it is so unimportant that no re- 
porter would use it even if he were 
completely free to quote the speaker 
verbatim. 

People at a meeting are sure to re- 
peat anything that is at all sensational 
or even fairly novel, in spite of “off 
the record” warnings. But unless it is 
extremely astounding, it will be little 
noted nor long remembered. 

For the above reasons, it is mis- 
leading and unfair to give speakers or 
other participants the impression that 
putting a session off the record means 
they can talk freely, for what they say 
may be widely circulated via the 
grapevine and may even appear in 
print. 

Persons who rely on “off the record” 
stipulations or even on closed doors to 
keep them out of trouble with their 
bosses for making overly candid state- 
ments are leaning on one of the frail- 
est of reeds. There is really nothing to 
keep such remarks from getting back 
to the boss. 

As a matter of fact, nobody should 
be blamed for talking frankly in a 
panel or forum session. Occasionally a 
man will say something that his boss 
will wish he hadn’t. But usually the 
consequences, at worst, are trivial. 
They are a small price to pay for the 
benefits that come only with open 
discussion and top management should 
be willing to contribute this small 
price. 

If closed or “off the record” ses- 
sions seem important enough to the 


news media, there is a good chance 
of garbled coverage. Reporters some- 
times leave “off the record” sessions 
to avoid being bound by that rule. 
They then try to get the information 
from their own news sources. They 
use these sources for learning about 
closed meetings, too. However, these 
sources sometimes don’t remember too 
accurately and garbled publicity is 
the result. 

Secret and “off the record” sessions 
arouse suspicion and distrust among 
daily newspaper men. Some, already 
hostile toward insurance, will look 
with extra care for dirt that might 
come up at an “off the record” meet- 
ing. They figure there must be some- 
thing to hide—or the session would 
not be “off the record.” Some trade 
paper men also become suspicious 
when remarks are “off the record.” 
But since they usually are better in- 
formed on the subject than daily news- 
paper men, they generally can eval- 
uate the situation and decide why 
the session was put “off the record” 
in the first place. 

It is understandable that some insur- 
ance men, recalling past troubles, may 
be a bit gun-shy of reporters and 
news coverage. But if the business 
would build an effective public rela- 
tions program it must be willing to 
take its chances with news men. The 
business really has nothing to conceal. 
So it is a mistake to act as if it does 
have something to hide by holding 
closed-door and “off the record” ses- 
sions. 

The attempt to avoid possible un- 
favorable publicity by holding secret 
or “off the record” sessions is like 
tying down the safety valve. It’s a lot 
safer to take a chance on a little steam 
blowing off than to risk disaster by 
trying to hold everything in.—John B. 
Lawrence Jr. 





PERSONAL SIDE OFTHE BUSINESS 





Edward L. Sittler Jr., Mutual of New 
York, Uniontown, Pa., a Million Dol- 
lar Round Table qualifier for the last 
five years, has given up work for a 
year to direct the Pennsylvania section 
of a national campaign to raise $5 mil- 
lion for building YMCA homes over- 
seas. A former U. S. congressman and 
mayor of Uniontown, he prepared for 
the job by visiting YMCA branches in 
Europe and the middle east. He paid 
the $1,800 cost of the trip from his own 
pocket. 


Calvin Fentress Jr., chairman of All- 
state and Allstate Life, was injured in 
a plane crash at suburban Lake For- 
est, Chicago. Shaken up, he was given 
emergency treatment at Lake Forest 
hospital and released. Owned by Chi- 
cago Insurance agency, the plane was 
piloted by Vaughan Spalding Jr., son of 
the late Vaughan Spalding Sr., invest- 


ment broker. Coming in for a landing 
on the Charles H. Swift Jr. estate, the 
plane overshot the field, cleared the 
house and crashed into branches of 
trees and fell. Also on the flight were 
Mrs. Wood Addington, who is Mr. Fen- 
tress’ sister-in-law, and Arthur G. 
Hailand Jr., vice-president of Chicago 
Insurance agency. Injuries to the other 
three were relatively minor, consisting 
mostly of head and face lacerations. 


James M. Idema, Aetna Life, Grand 
Rapids, has written a short story, 
“That Beautiful Shore,” which appears 
in the December issue of Atlantic 
Monthly. It has won an Atlantic “first” 
award. 


Horace R. Smith, assistant agency 
vice-president of Connecticut Mutual, 
has been elected lst vice-president 
and reelected a director of National 
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Society of Sales Training Executives, 
Harold Gardiner, director of education 
and field training of Northwestern 
Mutual, has been elected a director. 


Clarence A. Jackson, president and 
chairman of American United Life, 
was elected president of Indiana 
Chamber of Commerce. He has been 
executive vice-president of the cham- 
ber for 13 years, a director for five 
years, and first vice-president for the 
past two years. 


James G. Bruce, vice-president and 
secretary of Colonial Life, has been 
elected a director of the American Red 
Cross of the Oranges and Maplewood, 
N. J. 


James F. Oates Jr., president of 
Equitable Society, addressed the “good 
fellow” luncheon which concluded the 


annual Christmas charity drive spon- | 


sored by the Chicago Tribune. 


DEATHS 


EDWARD ST. CLAIR, 88, former 
vice-president and treasurer of North 
American Accident, died in Chicago, 
He joined the company as an attorney 
in 1900 and became vice-president and 
treasurer in 1932. He retired in 1945. 
Mr. St. Clair had long been active in 
the development of Health & Accident 
Underwriters Conference, which has 
since become Health Insurance Assn. 
of America. 








CHARLES H. DOGGETT, 59, assist- 
ant treasurer and manager of the fi- 
nancial department of Jefferson Stand- 
ard, died unexpectedly of a heart at- 
tack at his home in Greensboro. He 
joined Jefferson Standard 35 years ago 
and had been in the investment depart- 
ment most of that time. 


RICHARD S. McCORD, 50, assistant | 
general agent of New England Life at i 


Buffalo, died. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Ce. 




























135 S. LaSalle St., Chicago Dec. 17, 1957 
Bid Asked 
Aetna Life 185 190 
Beneficial Standard _ .........:.00 14 15 
Business Men’s Assurance .. 60 62 
Cal.-Western States .......... 79 82 
Columbian National ... 65 68 
Commonwealth Life ... 24% 25% 
Connecticut General ..... 245 249 
Continental Assurance 97 100 
Franklin Life 2.0.0.0... 57 59 
Great Southern Life .................. 70 72 
Gulf Life 21% 22% 
Jefferson Standard .......cccceceeee 6812 70 
Kansas City Life ............ 1059 1070 
Liberty National Life 2812 291% 
Life & Casualty ............. 17 18 
Life of Virginia ........ 99 102 
Lincoln National Life 175 179 
National L. 8 A. ooccccccccssseeseseseseeee 92 94 
North American, II]. ........ss00 17% 18% 
N. W. National Life ..... 15 71 
Ohio State Life .......... 250 265 
Old Line Life ............ 41 45 
Republic Natl. Life «0.0.0... 3412 35% 
Southland Life ............. 68 72 
Southwestern Life «0.0.0... 93 96 
Travelers 74%, 75% 
United, Ill. 19% 20% 
U. S. Life 2634 27% 
West Coast Life «0... 39% 41 
Wisconsin National Life ............ 60 64 
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LIFE INSURANCE EDITION 


Educator Lauds Institute For Work In 
Developing Program In Family Finance 


Over the past decade Institute of 
Life Insurance has provided a real 
service to teachers and teaching, Ben- 
jamin C. Willis, general superintend- 
ent of Chicago schools, said at the 
institute’s annual meeting at New 
York. 

Mr. Willis made these remarks in 
introducing a symposium on coopera- 
tion with the educational system, de- 
signed to give to the life company 
executives attending the meeting a 
comprehensive picture of a national 
family finance educational program. 
Mr. Willis, who is chairman of the 
National Committee for Education in 
Family Finance, said the idea of a 
family finance program, consisting of 
a cooperative venture between edu- 
cators and business men and sup- 
ported by the life insurance business, 
was originally developed at the Whar- 
ton school of University of Pennsyl- 
vania. 

The program is now substantial in 
size, national in scope and is likely to 
become international, he said. At pres- 
ent it encompasses summer workshop 
courses in family finance for teachers 
in 15 colleges and universities and 
is active in developing in-service 
teacher-training programs. Family fi- 
nance has become part of the learning 
experience of students, to the end that 
family financial affairs may be han- 
dled in a more intelligent manner. In 
helping to develop this idea, Institute 
of Life Insurance and the life compa- 
nies have supported a kind of program 
that could well be emulated by other 
types of businesses, said Mr. Willis. 


Another member of the symposium, 
Robert E. Jenkins, superintendent of 
schools of Ridgewood, N.J., said an 
intensive evaluation of the national 
committee’s 10-year program showed 
73% of the workshop participants 
have actually introduced family fi- 
nance topics in courses they are teach- 
ing. At least 87% placed greater em- 
phasis on family finance, and 86% re- 
ported increased teaching effectiveness 
in this area. Home economics, business 
education, social studies and mathe- 
matics were reported as most often 


_ including family financial education. 


Mr. Jenkins, who based his report 
on a survey by Clifford Bebell, di- 
rector of curriculum services in Colo- 
rado, stated that some schools offer 
family financial education at the ele- 
mentary level. As for cooperation of 
outside consultants, Mr. Jenkins re- 
ported wide cooperation by business 
men and college professors. 

Miss Virginia R. Gilliam, city super- 
visor of home economics of the Nor- 
folk, Va., public schools, told how, 
without adding special courses, in- 
struction on family finance is being 
introduced into the Norfolk school sys- 
tem as part of a 5-year pilot study. 
To organize the program, a committee 
was set up representing teachers, 
counsellors, principals, supervisors, 
PTA members, business men and civic 
leaders. The committee called for a 
Survey of reference materials and vis- 
ual aids with the help of the Univer- 
sity of Pennsylvania and the institute. 

e 

Next, an in-service training pro- 
gram was organized. Over a period of 
two summers, 153 teachers and prin- 
cipals attended the training meetings. 
Finally, an adult program, in which 
500 men and women participated, was 
conducted in the field of money man- 
agement. Miss Gilliam reported that 
business men in Norfolk and the com- 


munity newspaper cooperated fully. 
She also credited the radio and tele- 
vision stations with assistance in mak- 
ing the pilot study a success. 

Harlan B. Miller, director of the ed- 
ucational division of the institute, re- 
ported that during the current schocl 
year requests had been received for 2 
million copies of institute educationai 
material, which is twice as great as 
five years ago. A principal reason for 
this increase is the assistance given 
by teacher advisory committees in 
planning educational material, he said. 

To illustrate the growth of the 
school population, Mr. Miller traced 
enrollment of the 9th through 12th 
grades. In 1952-53 there were 7 mil- 
lion students enrolled in these grades. 
This year there are 7,820,000 students. 
Five years from now more than 10 
million students are expected to be 
enrolled. This year, teachers of these 
grades requested 1,673,000 pieces of 
material. Five years hence, Mr. Miller 
estimated, the institute will be asked 
to supply 3.3 million items for these 
grades alone. 


Sales Opportunities Of 
20s And Today Compared 


Sales opportunities today were com- 
pared with those back in the 20s, when 
life and A&S began to come into 
public notice, by John K. Luther, Aet- 
na Life director of training at a joint 
meeting of San Antonio A&H Under- 
writers Assn. and San Antonio Mana- 
gers Club. 

Back in the 1920s there were many 
prospects but agents had to compete 
with the stock market, since everyone 
was sinking his money in stock in- 
vestments for large profits. “The 
crash came and the prospects strug- 
gled to buy. The market now held 
their surplus funds. It was an era of 
cut price competition. The boss paid 
the clerk more than he received. Then 
came a realization of need for security 
of self and family,” Mr. Luther ex- 
plained. 

He carried the development of the 
industry through World War II and 
its concomitant features of price con- 
trol, taxes, and uncertainty as to 
transition, all of which brought about 
a keener appreciation of what life in- 
surance means. He called the present 
a “time for more aggressive action on 
our part.” Today, he said, the prospect 
is “proud of the prestige and the free- 
dom that this work: has made that 
way. Can he be indifferent to inde- 
pendence of himself and of his fam- 
ily? This is the time. The prospect’s 
need for money is a solution in your 
hands.” 


Suggests ‘Selling Job’ 
Similar To Blue Cross’ 


Many of the difficulties regular in- 
surance companies report their polic- 
holders encounter with hospital ad- 
mission personnel could be overcome 
if the business would do a “selling 
job” on such personnel through in- 
struction courses such as the Blues 
run for them, Wilbur McLin, admin- 
istrator of Indianapolis Community 
hospital, told members of that city’s 
A & H association at their December 
luncheon meeting. 

Mr. McLin declared that he would 
be glad to see that clerical personnel 
of his hospital attended any such 
“courses” or “schools” regular insurers 
might offer. 

“Certainly the clerk may tell your 
policyholder that he never heard of 
your company and doesn’t know any- 
thing about it. It’s often the truth. 
Why don’t you use a little of your 
salesmanship in better informing him, 
and, particularly, in educating him on 


your policies and claim forms?” the 
speaker asked. 

Hospitals try to be non-partisan 
about insurers, the administrator re- 
ported. “However, since hospitals theo- 
retically own Blue Cross and be- 
cause we know its claim routines bet- 
ter because of the job it does educat- 
ing our personnel, it’s hard not to be 
subconsciously partisan.” 

Mr. McLin stated that insurance has 
“revolutionized” hospital operation. 
“Just the other day, I saw an ad for 
bonds issued by a Toledo hospital in 
the Wall St. Journal. Considering 
that a deficit used to be thought in- 


i} 


evitable in hospital operation, it is 
amazing to think that today a hospital 
can be sound enough to offer bonds in 
a financial newspaper. Insurance has 
done that. There is even a trend to- 
ward self-funding for future expan- 
sion,”’ he reported. 

Mr. McLin also reported that the 
number of cases of patients with mul- 
tiple coverage appears to be growing. 
“I sign all refund checks,” he said. 
“It’s a rare day when there aren’t 
several going to patients who hold 
more than one policy. If you buy 
right, you can make money out of 
being hospitalized.” 
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CHANGES 





Sun Life Of Canada 


Two new branches in Springfield, 
Mass., and Boston have been opened 
by the company. The reorganization 
follows the retirement of Earle 


D. Owen, manager at Boston for 17 
years. R. R. Caldwell and R. A. Mar- 
solini have been named managers at 


Boston and L. W. Miller has been 
named manager at Springfield. Mr. 
Caldwell was named manager at 
Providence in 1950 and most recently 
has been assistant manager at New 
Haven. Mr. Marsolini was named as- 
sistant superintendent of sales pro- 
motion and training in 1955 and has 
been associate manager at Boston for 
two months. Mr. Miller has been as- 
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Because Nationwide Group Plans are flexible, more and 
more group writers rely on them—for a “fresh” approach 
to the difficult or unusual case... and as an effective 
means of closing more group sales! Nationwide offers: 


LOCAL SERVICE-with group experts strategically 
located throughout eastern America to provide on-the- 
spot quotations for standard coverages...skilled advice 
... real sales help in presenting a “custom-made” group 
program to your prospects. 


BROAD COVERAGE — ranging from all the standard 
group coverages to Major Medical and Super-Imposed 


are inadequate). 


sistant manager at Boston. 

V. Drury Jr. has been named 
manager at Canton, O., to succeed R. 
E. Croasdaile, who has retired. Gwil 
Evans has been named manager at 
Grand Rapids to succeed K. Z. How- 
land, who has retired. Mr. Drury has 
been associate manager at Canton for 
18 months. Mr. Evans has been serv- 
ice supervisor at Wilmington sinc 
1954. , 


John Hancock 


Raymond S. Kelley has been ap- 
pointed regional director of John Han- 





Group Life (extra protection when present group limits 


PROMPT CLAIM SETTLEMENTS — no prolonged nego- 
tiations. And Nationwide gives you several methods of 
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new “draft” system. See your Nationwide group repre- 
sentative for full details). 
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cock agencies on the west coast. He 
has been district manager at Nor. 
walk, Conn., since 1953. Prior to mov- 
ing to the west coast he is undertaking 
temporary staff assignments at the 
home office. 

Paul L. Costin, regional supervisor- 
administration in the upper New 
York, Vermont and western Pennsyl- 
vania territory since 1956, has been 
appointed district manager in Rich. 
mond, effective Jan. 1. 


First Colony Life 


Daniel V. Hockenberry has been ap. 
pointed manager 
for First Colony 
Life at Alexandria, 
Va., with offices 
at 1707 Duke 
street. He entered 
insurance with 
Life of Virginia at 
Washington and 
for two years has 
been associate 
manager of the 
Hyattsville, Md, 





he was with two 
limestone compa- 


D. V. Hockenberry 


Ocean Ranch hotel in Miami. 


Pan-American Life 


Ralph Hayes has 
been _ appointed 
general agent at 
Orlando, Fla., with 
offices at 17 South 
Lake street. Before 
joining Pan- 
American Life, he 
was one of Mutual 
of New  York’s 
leading producers. 
Before that he was 
with Mutual Bene- 
fitH. & A. 





Ralph Hayes 


Life Of Virginia 

Eugene E. Verdon, district manager 
of Life of Virginia at Evansville, Ind, 
since 1947, has been appointed to the 
new post of regional director of agen- 
cies of the combination division. He 
will help supervise agencies in In- 


office. Before that! 





diana, Kentucky, Ohio, West Virginia, 
Maryland and the District-of Columbia. | 
His headquarters are in Toledo. ; 
Security Mutual 

Robert Edwards has been appointed 
general agent of Security Mutual of 
Binghamton to succeed the late Rob- 
ert A. Beatty. He joined the company 
last June as general agent at New 
York. He is consolidating his agency 
with the Beatty agency at 15 East 40th 
street. He previously was with Man- 
hattan Life for seven years. 


New York Life 


Arthur H. Sisk, general manager at 
Albuquerque since 1938, has retired 
after 45 years with the company. Dud- 
ley Dowell, executive vice-president, 
visited Albuquerque to participate in 
a full day’s program which included a 






WHAT AND HOW 


. . . should your Company sell 
to old and new markets? Special 
insurance marketing study avail- 
able to executives. 













CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGEAASSOCIATES 


521 FIFTH AVENUE 


One NORTH LASALLE ST. 
NEW YORK 17,N.¥. 


CHICAGO 2, ILLINOIS 














Decemk 


receptiol 
honor. I 
and pas 
Assn. of 
Edward 
querque 
1938. 


Banker 

Arthw 
manager 
placing | 


o 





M. M. 


ing PpeFsc 


: pa-| cy, and 
nies and for five} ys 


years was operations manager of the! 


Paul W. 
at Baltin 
Life, M: 


Philadel} 
company 


Great-\ 


W. H. 
supervisc¢ 
joined C 
represen! 
Early tl 
assistant 
recently 
the same 

James 
agent wi 
dianapol: 
been pel 
ana-Illin 
charge oO 
ance and 


Pacific 
James 
named r 
agency. |] 
life sales 
Louis for 
Don L 
manager 
ceeding 
agent at 
ghum hi 
since 196 
Cal., wh 
agent of 
San Frar 


Pruden 


Lee Ff 
manager 
Aurora, 
1952 as | 
moted to 

Allen 
district n 
York to | 
been nan 
beth, N. 
district | 
1956. 


Massac 


The cc 
group off 
ed Edwa 
represent 
Service. |] 
group off 


UNION 
—C. M. 
general ; 
was fort 


Life as a 
manager. 





20, 1957 


coast. He 
at Nor. 
r to mov- 
dertaking 
s at the 


ipervisor- 
per New 
Pennsyl- 
has been 
in Rich. 


been ap. 

manager 
t Colony 
lexandria, 
h_ offices 
' Duke 
e entered 
e with 
irginia at 
on and 
years has 
sociate 


of the} 


le, Md, 


efore that! 


with two 
> compa- 


for five} 
er of the} 





Hayes 


manager 
ille, Ind, 
d to the 
of agen- 
ision. He 
; in In- 





Virginia, 
‘olumbia. | 
), t 
} 
ippointed 
futual of 
ate Rob- 
company 
at New 
is agency 
East 40th 
ith Man- 


nager at 
; retired 
ny. Dud- 
resident, 
cipate in 
cluded a 





ENT 
E BUSINESS 


CHATES 
'TH AVENUE 
ORK 17,N.Y. 
SR ELEEES 








December 20, 1957 


reception and banquet in Mr. Sisk’s 
honor. Mr. Sisk is a charter member 
and past president of New Mexico 
Assn. of Life Underwriters. His father, 
Edward Sisk, was manager at Albu- 
querque from 1913 until his death in 
1938. 


Bankers Life Of lowa 


Arthur A. Steinfadt has been named 
manager at the Cleveland agency, re- 
placing Charles P. Fehl who is enter- 








M. M. Kurman A. A. Steinfadt 


ing personal production with the agen- 
cy, and Max M. Kurman is replacing 
Paul W. Colflesh as agency manager 
at Baltimore. Prior to joining Bankers 
Life, Mr. Steinfadt had been sales 
manager at Cleveland for John Han- 
cock, supervisor for State Mutual. He 
entered the insurance business as an 
agent of Metropolitan Life in 1947. 
Mr. Kurman was previously at the 
Philadelphia agency, having joined the 
company in 1948. 


Great-West Life 


W. H. Knox has been named group 
supervisor at Portland, Ore. Mr. Knox 
joined Great-West Life as a group 
representative at Vancouver in 1955. 
Early this year he was appointed 
assistant group supervisor there and 
recently he transferred to Portland in 
the same capacity. : 

James Sylvester has been named an 
agent with the O’Neal agency of In- 
dianapolis. For seven years he has 
been personnel director of the Indi- 
ana-Illinois district of Omar, Inc., in 
charge of group life and A&S insur- 
ance and pension plans. 


Pacific Mutual Life 


James B. McKee Jr. has_ been 
named manager of a new St. Louis 
agency. Mr. McKee has been active in 
life sales and managerial work in St. 
Louis for the past eight years. 

Don L. Fulghum has been named 
manager of the Seattle agency, suc- 
ceeding Robert K.. Rolfsness, general 
agent at Seattle since 1953. Mr. Ful- 
ghum has been with Pacific Mutual 
since 1952, most recently in San Jose, 
Cal., where he was assistant general 
agent of the E. A. Ellis agency of 
San Francisco. 


Prudential 


Lee R. Zoeller has been named 
manager of a new ordinary agency at 
Aurora, Ill. He joined Prudential in 
1952 as a special agent and was pro- 
moted to an assistant manager in 1954. 

Allen J. Margolis has been named 
district manager of Prudential at New 
York to succeed Victor Lurie, who has 
been named district manager at Eliza- 
beth, N. J. Mr. Margolis has been a 
district manager at New York since 
1956. 


Massachusetts Mutual 


The company has opened a district 
group office in Pittsburgh and appoint- 
ed Edward W. O’Malley district group 
representative in charge of sales and 
Service. He has been at the Cleveland 
group office. 


UNION LIFE OF LITTLE ROCK 
—C. M. Scales Jr. has been appointed 
general agent at Shreveport, La. He 
was formerly with Great Southern 
Life as an agent, field supervisor and 
manager. 
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State Mutual 


Charles I. Hughes, John E. Gorham 
and Morris P. Kovolski have been 
named home office group representa- 
tives at Houston, Pittsburgh and Phila- 
delphia, respectively. Mr. Hughes was 
formerly a group representative of 
Hardware Mutual Casualty in Syra- 
cuse. Mr. Gorham was in group sales 
with Zurich at Pittsburgh before join- 
ing State Mutual. Mr. Kovolski also 
was with Zurich. 


Occidental Of California 


Leslie H. Dowe has been appointed 
assistant manager in San Diego. Mr. 
Dowe has been an agent in the San 
Diego branch since 1951. 


Franklin Life 


Vice-presidents James A. Hands and 
George A. Vogler have been trans- 
ferred to Atlanta and Boston, respec- 





J. A. Hands 


G. A. Vogler 


tively, in line with the company’s de- 
centralization program. Vice-president 
Albert Mehrbach Jr., who has been in 
charge of the Boston office, will head 
a new general agency in that area. Mr. 
Vogler will supervise operations of the 
six-state New England area, and Mr. 
Hands will handle several southeast- 
ern states. 


EQUITY ANNUITY LIFE—William 
H. Romack Jr. has been appointed sales 
manager for the District of Columbia. 
He was formerly brokerage manager 
there for New York Life. 


EASTERN LIFE—Herman Feingold 
has joined the Levine agency at New 
York as a brokers’ supervisor. He has 
been with Security Mutual of Bing- 
hamton. 


MONARCH LIFE—John B. English, 
agency supervisor at New York City, 
has been named general agent at Chi- 
cago. He has been with the company 
for three years and has had a long 
business career. 


SEURITY CONNECTICUT LIFE— 
Daniel Lahn has been appointed bro- 
kerage manager of the Hartford office 
at 410 Asylum avenue. He formerly 
was brokerage manager in the Hart- 
ford area. 





NQA Applicants Must Pay NALU 
Dues By April 15 Under New Rule 


To facilitate the processing of ap- 
plications for national quality awards, 
a new regulation now requires appli- 
cants to pay their dues to National 
Assn. of Life Underwriters by April 15 
to receive awards next year. Home 
offices still must receive applications 
by Jan. 31. 

Application blanks will appear in 
the December issue of Life Association 
News and may be sent to home offices 
as soon as completed after Jan. 1. Next 
year’s awards are expected to exceed 
by at least 1,500 the record 14,931 in 
1957. 


San Gabriel (Cal.) GAs Elect Holt 


Newly-organized San Gabriel Valley 
(Cal.) General Agents & Managers 
Assn. has elected George W. Holt, 
Equitable Society, as president. Other 
officers are: Warren L. Day, New York 
Life, vice-president; James L. Gess- 
ner, secretary; and Fred Livermore, 
treasurer. 
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EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK 
107 William St. 


CHICAGO 
175 W. Jackson 


Our Regional Offices 
are additional gate- 
ways to quick service. 


Contact with them puts 
you in touch with the 
entire Employers staff. 
In minutes by telephone. 


SAN FRANCISCO 
100 Bush St. 
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POLICYHOLDER APPROVAL 


Employee and employer . . . those in the profes- 
sions .. . in business . . . the entertainment field . . . 
all recognize and endorse the insurance programs and 
services of The Union Labor Life Insurance Company. 


We take justifiable pride in the fact that many 
prominent Americans, in all fields of endeavor, are 
numbered among our insureds. 


This approval of our Company and the approval of 
all our policyholders is demonstrated by the trust and 
confidence they have placed in our insurance counsel 
and their ready endorsement of our facilities to those 
contemplating the one certain way of gaining a fair 


share of financial security. 











2) THE UNION LABOR LIFE INSURANCE COMPANY 
200 East 70th Street 
New York 21, N. Y. 

EDMUND P. TOBIN, PRESIDENT 
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Hold ‘Clarification’ 
Panel On Paper Work 


A panel discussion meeting with 
three doctors and three insurance men 
produced improved relations between 
the medical men of Stockton, Cal., and 
the life agents, according to Len 
Franklin, chairman of the Stockton as- 
sociation’s speakers committee. 

In reply to a request from Donald 
Burns, executive secretary of the Cal- 
ifornia association, Mr. Franklin re- 
ported that his idea for such a meet- 
ing emerged from an article appearing 


in the Sept. 9 issue of Time Magazine 
titled, “Doctors vs Paper,” which re- 
portedly cast some unfavorable reflec- 
tions upon the life insurance business. 

The doctors were submitted ques- 
tions from the association with the 
suggestion that they delete or add, as 
they prefer. The three doctors agreed 
to the submitted questions. The other 
panelists were a claims adjuster from 
Travelers as a multiple line company 
and local managers of Occidental Life 
of California and New York Life. Mr. 
Franklin acted as moderator. As the 
questions were submitted considerable 
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rebuttals and explanations developed. 

The program also “served notice 
that our industry was not in agreement 
with the medical profession’s most dic- 
tatorial attitude toward the handling 
of insurance reports,” said Mr. Frank- 
lin. We have already had reports that 
the doctors in this area are willing 
to show more cooperation since we 
held out program, and we feel it is a 
direct result of that program.” 

The questions presented were: 

Insurance men generally feel con- 
siderable delay takes place in getting 
a claim form or examination papers 
forwarded by the doctor. Do you feel 
this is a justified complaint, and if 
so, do you have any suggestions for 
expediting these papers? 

When a doctor decides to go on va- 
cation, he seldom notifies the life un- 
derwriter, and reports are delayed as 
a result. Any way of correcting this? 

On many occasions, because of the 
client’s past medical history, insur- 
ance companies will, in the event of 
life insurance, charge a higher rate 
and, in the event of A&S insurance, 
will have an elimination rider ex- 
cluding coverage for the particular 
conditions involved. In some cases, 
these clients will go to their doctor, 
and are advised not to accept the pol- 
icy as written, on the basis that they 
are in good health now. How can we 
remedy this situation? 

Generally, is the normal fee paid 
to doctors by life insurance compa- 
nies, sufficient to take care of making 
a house call for an insurance exam- 
ination? Does the doctor have any sug- 
gestion on how additional information 
requested, can be expedited as a serv- 
ice to patients, so there is no unnec- 
essary delay? Would it be possible for 
the doctor to comply with the insur- 
ance companies’ requests for addi- 
tional information, as is done in some 
cases, rather than to hold up in- 
formation pending receipt of their fee? 


Honor Milwaukee CPUs 


Members of the Milwaukee associa- 
tion who hold the CLU designation 
were honored at the December lunch- 
eon meeting at the new YMCA. Lester 
Wilbert, Northwestern Mutual, presi- 
dent of the Milwaukee CLU chapter, 
was chairman of the program. Speaker 
was H. R. Buckman, Milwaukee gen- 
eral agent of Old Line Life. 


St. Louis Sets Up Scholarship Fund 

St. Louis Assn. of Life Under- 
writers has presented Washington 
University an unrestricted gift leading 
to the establishment of a permanent 
scholarship fund. The fund was set up 
to help students financially unable to 
meet the expenses of a college educa- 
tion. A similar fund has been estab- 
lished for St. Louis University. 


La Crosse, Wis.—Lee Wandling, Milwaukee 
manager for Equitable Society, spoke on ‘‘The 
Life Underwriter—A Full-Time Profession,” 
at the December luncheon meeting of the 
Western Wisconsin association. 





Wis. Leaders Hold Panel 


A panel discussing advanced un- 
derwriting conducted by A. Jack Nuss- 
baum, Massachusetts Mutual agent at 
Milwaukee and immediate past presi- 
dent of NALU, was featured at the 
fall meeting of Wisconsin Leaders 
Round Table at Milwaukee. Speakers 
and their subjects were J. E. Clifford, 
Old Line Life, Milwaukee, ‘Pension 
and Profit Sharing Plans;’ J. Ward 
Rector, First Wisconsin Trust Co., 
“Testamentary Trusts in Place of and 
in Conjunction with Life Insurance 
Settlement Options;” George J. Laikin, 
tax attorney, “Latest Developments on 
the Business Life Insurance Frontier;” 
and S. L. Horman, Time, Milwaukee, 
“Accident and Sickness Insurance as 
a Corporate Insurance Door Opener.” 
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COMPANY CHANGES 


— 





Acacia Mutual 


C. Lee Williams has been appointed 
a superintendent of agencies of Acacia 
Mutual. He has been superintendent 
of agencies in the central division of 
Capitol Life of Denver since 1952. He 
entered the business with New York 
Life at Denver 11 years ago. 


Occidental Life Of California 


Ron Palmer, formerly publicity as- 
sistant, has been named sales promo- 
tion assistant in the public relations 
and advertising department. He re- 
turns to the company after a military 
leave of 19 months. 

Hillary J. Fisher has been named 
assistant actuary. He has been associate 
actuary for Liberty Life for five years, 
He is a Fellow of Society of Actuaries, 


Ohio National Life 


B. W. Dornbirer, director of agents 
training since 1952, has been appoint- 
ed director of sales division planning. 
Entering life insurance in 1944 with 
Midland Mutual Life, he joined Ohio 
National as a general agent in 1948. 


Nationwide 


George W. Campbell Jr. has been 
promoted to director of advertising 
and press relations. With Nationwide 
since 1950, for the past three years he 
has been assistant to President Murray 
D. Lincoln. J. Richard Bull, editor of 
employe publications for the past year, 
is replacing Mr. Campbell as assistant 
to the president. 


Lincoln National Life 


Robert A. Efroymson has been elect- 
ed a director to succeed John A. Mayer, 
who resigned because of the press of 
other duties. Mr. Efroymson is presi- 
dent of Real Silk Hosiery Mills, In- 
dianapolis. Mr. Mayer, executive vice- 


president of Mellon National Bank &| 
Trust Co., Pittsburgh, was formerly 


president of Reliance Life. 





Travelers 


Dr. Ralph W. Haswell has been ap-/ 
pointed assistant medical director of ' 
Travelers, specializing in occupational 
medicine. He has been medical direc- ; 
tor of the Buffalo plant of National 
Aniline Division, Allied Chemical & 
Dye Corp. 

John G. Phillips, assistant secretary | 
of the branch office administration de- 
partment since 1955, has been named 
office manager of the Hartford branch | 
to succeed the late Horace G. Ford. 


Prudential 


John R. Jamesen has been promoted 
to training consultant at Prudential’s 
Minneapolis regional home office. 
Mr. Jamesen has been a division man- 
ager at St. Paul since 1954, where he 
began his work with the company in 
1952. 


Sunset Life 


James I. Davidson, 
and actuary Sunset Life, 
elected a director. 


NATIONAL OLD LINE—Dr. Ant- 
drew A. Pringos has been appointed 
medical director. He has been in pri- 
vate practice in Little Rock since 1948, 
and is assistant clinical professor of 
medicine at University of Arkansas 
medical school. 


HOME LIFE OF PHILADELPHIA 
—Joseph A. Avicolli has been ap- 
pointed vice-president and supervisor 
of agencies. He has been assistant 
vice-president and agency director 
since 1952. 
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Releases Need Real 
News Value To Keep 
Out Of Wastebasket 


NEW YORK—A warning about the 
vast multiplicity of news releases pro- 
jected daily by business firms to news- 
papers, radio stations and other com- 
munication mediums was voiced by 
Chester C. Nash, director of the press 
division of Institute of Life Insurance, 
at the institute’s annual meeting here. 

The financial desk of a _ leading 
newspaper receives many thousands 
of business news releases every day, 
Mr. Nash noted. Only about 10% of 
these releases—perhaps even less—can 
normally expect to get into the paper. 

He explained that the financial edi- 
tor of one prominent paper, while rec- 
ognizing the value of solid news re- 
leases from companies and industries, 
is urging that everyone watch closely 
and make certain that only genuine 
news be sent. The danger is that the 
almost overwhelming bulk of mate- 
rial that is not newsworthy can drown 
out the good news. 

“It can start a flow toward the 
wastebasket that won’t be curbed 
short of everything, good or bad,” Mr. 
Nash said. 

Newspapers have been printing 
more stories about business than in 
the past, reflecting the development of 
a totally new relationship between 
business and the public. The public 
has come to want and seek all the in- 
formation it can secure about the bus- 
iness with which it deals. Accordingly, 
newspapers have responded. A recent 
check of one large daily shows that, 
on the average, at least half again as 
many business stories are carried each 
day as was the case nearly 20 years 
ago. 
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THE EXECUTIVE, PROGRAM AND 
NOMINATING COMMITTEES of the 
Million Dollar Round Table met re- 
cently at New York to plan for the 
1958 annual meeting of the Round 
Table, to be held June 17-20 at the 
Banff Springs hotel in the Canadian 
Rockies. Shown here are the members 
of the three committees at the New 
York meeting. Unless otherwise in- 
dicated, they are members of the 
program committee. Clockwise, from 
the lower end of the table: Joseph H. 
Reese Jr., Penn Mutual, Philadelphia; 
Bernard C. Lewis, Prudential, Newark; 
Robert S. Albritton, Provident Mutual, 
Los Angeles, executive committee; 
Quaife M. Ward, executive director 
of MDRT, Chicago; Clay E. Roberts, 
Atlas Life, Tulsa; George H. Bowman, 
New York Life, San Francisco; Joseph 
N. Desmon, Continental Assurance, 
Buffalo; Harry C. Copeland Jr., Mass- 
achusetts Mutual, Syracuse; Adon N. 
Smith II, Northwestern Mutual, Char- 
lotte, N. C., vice-chairman of the exec- 
utive committee and chairman of the 
program committee; William D. David- 
son, Equitable Society, Chicago, chair- 
man of the 1958 MDRT and member 
of the nominating committee; Michael 
P. Coyle, Phoenix Mutual, New York 
City; William B. Hardy, New England 
Life, Cincinnati, program committee 
vice-chairman; Iram H. _ Brewster, 
Phoenix Mutual, Pittsburgh, nomin- 
ating committee; W. Franklin Scar- 
borough, New England Life, Ridley 
Park, Pa., nominating committee; 
Clarence J. Strouss Jr., Northwestern 





Occidental To Enter 
Rose Parade Again 


Occidental Life of California, twice 
grand prize winner of the Tournament 
of Roses parade, is completing plans 
for its entry in the 1958 parade in 
Pasadena on New Year’s Day. 

Occidental, first insurance company 
to enter the world-famed parade in 
1956, won the grand prize, highest 
possible award for a commercially- 
sponsored float, that year and also on 
last New Year’s Day. With the 1953 
parade theme being “Day Dreams in 
Flowers,” Occidental’s float will be 
titled, “I Dreamed I Was a Rose 
Queen.” It will depict a little girl’s 
daydream of reigning over the Tourna- 
ment of Roses. Miss Ann Mossberg, 
1957 Rose Queen, will be the object 
of the child’s fantasy, and will be seat- 
ed on a cloud-borne dias. Her throne 
will be a rose, with another rose serv- 
ing as a canopy. 

The float designer, Mrs. Isabella 
Coleman, who has designed all of Occi- 
dental’s floats, has taken a major prize 
every year since 1910. 





Mutual, Youngstown, O.; George M. 
Venable, Northwestern Mutual, Colum- 
bus, Ga.; Howard D. Goldman, North- 
western Mutual, Richmond, executive 
committee, immediate past chairman 
of the MDRT, and chairman of the 
nominating committee for 1958; Neville 
H. Evely, Prudential of England, 
Toronto; Stanley S. Watts, Equitable 
Society, Norfolk; D. Miley Phipps, 
New England Life, Cleveland; James 
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B. Irvin Jr., National Life of Vermont, 
Chattanooga, executive committee. 

Not shown in the picture are Arthur 
F. Priebe, Penn Mutual, Rockford, 
Ill., past chairman of MDRT and a 
member of the nominating committee, 
who was present for the sessions; and 
Donald Shepherd, John Hancock 
Mutual, Quincy, Mass., program com- 
mittee vice-chairman, who could not 
attend because of illness. 
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Cal. Assn. Backs Wood For NALU Trustee 


(CONTINUED FROM PAGE 3) 


plan is successful, the minimum 
amount of insurance involved is $10 
million this year. The maximum could 
go as high as $100 million to $200 mil- 
lion, plus additions in succeeding 
years.” 

“The spread of such group plans, 
and other temporary  non-reserve 
plans, can be counteracted only by 
selling the public on the value of re- 
serve insurance as a dollar invest- 
ment,” Mr. Cleve warned. 

The state association named a new 
unit to chart a 5-year program for the 
organization. 

The move followed a report by 
President E. G. Velthouse, Pasadena, 
on the progress made by the associa- 
tion since it became professionally 
managed 18 months ago. Mr. Velt- 
house stated that the organization has 
developed into a greater force than 
had been anticipated a year and a 
half ago. The committee, members of 
which have yet to be named, will 
prepare a 5-year program of work for 
presentation at the June 6-7 conven- 
tion in San Jose. 

A total recodification of the state 
association’s by-laws was adopted at 
the convention, after By-Laws Chair- 
man Ray K. Farris, San Jose, pre- 
sented his committee recommenda- 
tions. The sweeping changes facilitate 
professional management. 

Legislative Chairman Rolla R. Hays 
Jr., Los Angeles, reported to the con- 
vention that significant gains have 
been made in the field of “Green 
River” municipal legislation during 
the past few months. He explained 
the newly developed model exemption 
from such anti-solicitation ordinances 
which excluded persons licensed by 
the state of California. He comment- 
ed, “The Green River ordinance is 
designed to protect home owners from 
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possible frauds and misrepresenta- 
tions. They are a means of regulating 
otherwise unregulated methods of 
merchandising. Life insurance agents 
are governed most effectively by Cal- 
ifornia insurance law.” 

Public Relations Chairman C. Carter 
Schneider, Long Beach, said a new 
program kit designed to help local as. 
sociations organize speakers’ bureaus 
will be completed by June. The pack. 
age will include several speeches de- 
signed to build understanding of and 
appreciation for life insurance and the 
life underwriter associations. He said 
work on the state-wide “life insur. 
ance week” is continuing. 

-_ 

Fred W. Pierce, Los Angeles, chair- 
man of the relations with attorneys 
committee, discussed at length prob- 
lems which have prevented the adop- 
tion of an agreement of conduct. Ne- 
gotiations with the California Bar 
Assn. committee have not been suc- 
cessful to date, he stated, although 
his committee has hopes major ob- 
stacles can be overcome in the near 
future. 

Three new local associations, Mid- 
Valley association in Marysville, the 
Pomona Valley association and the 
Santa Maria-San Luis Obispo associa- 
tion, were voted in and give Califor. 
nia a total of 28 local associations, 
with a membership of approximately 
5,300. 


Central States H. & L. To Move 


Central States Health & Life will 
move to new quarters next year at the 
former Standard Oil building in Oma- 
ha. The building will be known as the 
Central States Insurance building 
and will be remodeled and ready for 
occupancy by the fall of 1958. The 
company presently occupies space in 
the Woodmen of the World building. 
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F YOU aim to have your own agency you can Score a 
hit because with State Life you'll find just what 
. an unusually generous contract 
. .. thorough training programs . . . helpful recruiting 
aids .. . hard-hitting merchandising assistance ... and a 
complete line of modern policies. Write for details today. 


you’ve been hunting. . 


Dini H. Lucus—Director of Agencies 


The 
wu STATE LIFE 
Insurance Gompany 
Indianapolis 
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LIFE INSURANCE ASSN. OF AMERICA leaders at luncheon during the an- 
nual meeting at New York. From left, Benjamin L. Holland, president of 
Phoenix Mutual Life and retiring president of LIA; Secretary Mitchell of the 
U.S. Labor department; Paul F. Clark, chairman of John Hancock, and Frazar 
B. Wilde, president of Connecticut General Life and newly elected president 
of LIA. 





NEW PRESIDENT of Life Insurance Assn. of America, Frazar B. Wilde 
(right), president of Connecticut General Life, receives gavel from the retiring 
president, Benjamin L. Holland, president of Phoenix Mutual Life, at the 
annual meeting of LIA at New York. 


AT LIFE INSUR- 
ANCE ASSN. OF 
AMERICA annual 
meeting in New 
York: Lester L. 
Colbert (right), 
president of Chry- 
sler Corp., who 
was a speaker, 
chats with Presi- 
dent H. Bruce Pal- 
mer of Mutual 
Benefit Life who 
was chairman of 
the committee in 
charge of arrang- 
ing the program 
for the annual 
meeting. 
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Ordinary Must Hold Its Appeal: Coffin 


(CONTINUED FROM PAGE 4) 


a very important new development. 

Economic pressures on_ general 
agents, managers and companies have 
caused them to work more and more 
with general insurance agents because 
little or no financing is required, Mr. 
Woodson said. The general insurance 
agent is becoming a major outlet. 

Although Mr. Woodson had no fig- 
ures available, he did remark that this 
outlet is gaining in volume and im- 
portance. This reflects the growth of 
1-stop shopping. He said the time may 
come when agents sell all lines or are 
“hot shot” estate planners: or 
programmers. 


The most newsworthy development 
in the last decade, in Mr. Woodson’s 
opinion, is the acquisition of life com- 
panies by fire and casualty companies. 

Fire and casualty companies like the 
stable earnings of life companies. They 
have sales forces which are already 
organized and include agents who 
write a substantial amount of group. 
The federal taxation of life companies 
looks like a more favorable arrange- 
ment. Many fire and casualty compa- 
nies advertise that they sell all lines 
except life. Now they want to include 
that in their kit as well. 

The time may come, Mr. Woodson 
said, when life companies are owned 
by fire and casualty companies but in 
reality are the parent organization. Or 
the life companies may be owned by 
holding companies which also own the 
fire and casualty companies. However, 
the public will decide whether the 
all-lines carrier will be a success. 

Agents need not worry that the in- 
creasing volume of group business will 
dry up the regular markets, Mr. Beers 
stated. Producers who are worried 
should get out and write group them- 
selves. Most group is written on small 
and medium groups, which they can 
handle. 


Group cases tend to grow as policy- 
holders expand their operations. The 





B. N. Woodson H. S. Beers 
lapse ratio is quite favorable. Com- 
missions are not bad either. Group 
cases provide more contacts and pros- 
pects for ordinary sales and serve to 
make agents broader business men 
and a little more prosperous, he pointed 
out. 

Statistics show that while group is 
getting a larger share of the market, 
ordinary is getting more in actual dol- 
lars. Mr. Beers saw no possibility that 
group writing facilities could be set up 
to write an all-embracing coverage. 
He did not think the time will ever 
come when most of the needs of most 
people can be met by group. 

Group is continuing to progress 
along traditional lines and is growing 
in A&S, credit, major medical, and 
comprehensive fields. There has been 
some shift from major medical to com- 
prehensive in group cases, Mr. Beers 
noted. 

Aetna has a group plan which al- 
lows employes to buy small pieces of 
paid-up insurance with their contri- 
butions. The term coverage purchased 
by the employer’s contribution reduces 
as the paid-up portion grows. Aetna is 
highly pleased with the results of this 
plan, Mr. Beers said. 





O. KELLEY ANDERSON, president of New England Life, receives gavel 
as newly elected chairman of Institute of Life Insurance at the annual meeting 
at New York from President Frederic W. Ecker of Metropolitan Life, the 


retiring chairman. 
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Larson On Qualities Of Insurance Leadership 


(CONTINUED FROM PAGE 7) 


praise, but it is of utmost importance 
to any organization. Certainly more 
damage has been done in American 
business by executives lacking this 
quality than by any deficiency in abil- 
ity or industry. Many companies fail 
to achieve excellent management be- 
cause of the presence on their executive 
staff of officers whose moral reliabil- 
ity is questionable. Firms that partici- 
pate in rebates and kickbacks or that 
mislead the public in advertising and 
which produce without regard to the 
effect of their production on distribu- 
tors or the public, do so because of 
failures in integrity by their leaders. 
A company which fails to appraise 
executive integrity risks more than 
just hiring a few poor executives. It 
endangers the entire moral health of 
the company. 

Finally, industry consists primarily 
of diligence and initiative. It is visible 
in some form in almost all candidates 
for advancement. Diligence, however, 
includes not only willing perseverance 
but efficient attention to tasks as each 
test merits it. A preoccupation with 
details, the inability to relegate minor 
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dent, or a division head, but it can be 
done best with the close help of a 
skilled and objective personnel man- 
ager. A qualified personnel director 
should be given not only the proper 
responsibility and authority to aid in 
management selection, but he should 
also be the guide for importation of 
the organization’s needs. He should 
play a major role in developing the 
“management inventory” in project- 
ing a company’s executive require- 
ments for the future. 

The good company director must 
keep one eye on the lessons of experi- 
ence, and the other on conditions as 
they exist around him at the minute. 
Directors and executive officers of any 
business in this modern age of keen 
competition need absolute power and 
authority to carry out their respective 
duties, once they have been conceived 
in good judgment and planned with 


POLICIES 


Mutual Of N. Y. Offers 


organization, teamwork among _ top 
management personnel has grown to 
be more important as a quality of in- 
dustry. Since insurance is a highly 
technical business and one which op- 
erates best under the hand which pos- 
sesses experience and familiarity with 
each minor detail, it might be wise for 
a company to choose, wherever pos- 
sible, executives from within its own 
organization. Only when a high degree 
of specialization or unrelated experi- 
ence is required, not presently avail- 
able within the organization, should 
an executive be drawn from outside. 
This does not mean that new execu- 
tives should never be brought in, or 
that advancement within management 
should be automatic. This is particu- 
larly true in the smaller companies. 
The personnel function is a top level 
responsibility. The personnel director 
is a member of the top management 
team. He is also in close contact with 
all lines of staff work. In too many 
companies, personnel is a third level 
department and performs only the re- 
sponsibility of filling a routine office 
when there are chance openings. The 








training of personnel specialists in in- 
terviewing, psychological testing, and 
personality evaluation are ignored 
where they might be most valuable— 
in the area of executive selection. 
Selective management is, of course, 
a proper function of a board, a presi- 


jobs to their proper position, or mis- 
directed efforts can have the same 
poor results as indolence. Initiative is 
less tangible than other components of 
industry, but its absence clearly re- 
moves a man from consideration for 
leadership. In the modern company 
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Rates—§20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Frtday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 
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HOME OFFICE EXECUTIVE 


Unexcelled opportunity in growth situation for insurance executive with 
broad experience in the ordinary life field to head company's principal 
operations office in Rocky Mountain area. California incorporated, well 
established company, licensed in || western states, Hawaii and Alaska. 
To qualify applicant should be an experienced executive in all phases of 
home office operations. Salary open. Age 40 to 45. Position has eventual 
potential of company's first executive position. Send detailed résumé 
in confidence to Box Y-17, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 

















BROKERAGE MANAGEMENT 
OPPORTUNITIES 


A leading New England Non-Can and 
Life Company wants men to supervise 
company entry and development in the 
Non-Can Brokerage Field. Preferably 5-10 
years experience in Brokerage contact 
work, and in a position to do a reasonable 
amount of travel—one man to be located 
at the Home Office. Write stating experi- 
ence, qualifications, and starting salary 
requirement. All inquiries confidential. Ad- 
dress reply to Box NY-74, c/o Advertising 


STAFF ACTUARY 
NATIONAL PENSION CONSULTING FIRM HAS 
VERY PROMISING POSITION AVAILABLE IN 
MIDWEST METROPOLITAN CITY FOR ACTUARY 
OR ADVANCED ACTUARIAL STUDENT, PREFER. 
ABLY UNDER 40. SIZEABLE VOLUME OF EXIST- 
ING BUSINESS AND RAPIDLY EXPANDING. 
PREVIOUS PENSION EXPERIENCE DESIRABLE 
BUT NOT NECESSARY. STARTING SALARY 
OPEN. LIBERAL EMPLOYEE BENEFIT PRO- 
GRAM. SUBMIT FULL DETAILS, BOX Y-9, c/o 
THE NATIONAL UNDERWRITER CO., 175 W. 
JACKSON BLVD., CHICAGO 4, ILL. 








Rider To Family Policy 


Mutual of New York now offers a 
10-year level term rider to its family 
policy at the time of issue. The rider 
will be on the life of the husband for 
an amount equal to the basic face 
amount of the family policy. The rider 
is available only on new issues and an 
additional premium is charged. It pro- 
vides level term insurance to the 10th 
policy anniversary and is renewable 
once at an increased policy premium 
for another 10 years or to the policy 
anniversary nearest policyholder’s 65th 
birthday, whichever is earlier. The 
rider provides for convers‘n~ to eortain 
plans of permanent coverage at any 
time during its term. 

Family income and decreasing term 
riders are also available, but not more 
than one of the three can be added to 
the policy. Mutual’s accidental death 
benefit provision on the husband and 
wife and the usual waiver of premium 
provision on the husband, are auto- 
matically included in the family policy. 


Loyal Protective Life Offers 
Professional Overhead A&S Cover 


Loyal Protective Life has introduced 
a professional overhead expense pol- 
icy covering specific business expenses 
for professional men during prolonged 
disability. 

The policy covers office rent, util- 
ities and employes’ salaries. The max- 
imum monthly benefits are $800 for 
men and $500 for women. The maxi- 
mum benefit period for each sickness 
or accident is 12 months, and the 
elimination period is either 30 or 90 
days. 

The policy is so designed that pre- 
miums will be deductible for federal 
income tax purposes. Both occupa- 
tional and non-occupational disabili- 
ties are covered, house confinement 
is not required and the policy contains 
both recurrent disability and waiver 
of premium clauses, not usually in- 
cluded in commercial forms. 








Department, National Underwriter Co., 
17 John Street, New York 38, New York. AVAILABLE 


SOUTHERN REGIONAL FIELD OR HOME OFFICE 





DIRECTOR OR SUPERINTENDENT OF AGENCIES 








| seek broader personal responsibility. Broad 
top company experience in Southern regional 
agencies supervision and establishment of new 
agencies. The Opportunity to display personal 
decision, conviction, initiative, responsibility, 
and ambition will be the key to a change. 
quirement. Reply Box Y-7, c/o The National Under 40. Write, in absolute confidence, to Box 


Underwriter Co., 175 W. Jackson Blvd., Chicago Y-28, c/o The National Underwriter Co., 175 W 
4, WM. Jackson, Chicago 4, Illinois. 


EXECUTIVE WANTED 
Ground floor opportunity for right man with 
new, well-financed, life insurance company lo- 
cated in the South. Prefer background of agency 
experience and general home office operation. 
Give details of qualifications and salary re- 











ATTRACTIVE FLORIDA OPENING 


for life sales management 


Attractive? ... we had an excellent man 
lined up who was enthusiastic, but ill 
health intervened. Take this second oppor- 
tunity to investigate staff position with 
New England Life's Tampa general agency. 
Write Mel Magidson, 2020 Ross Bldg., 








Tampa 2. 





December 21, 1957 


RECORDS 





MASSACHUSETTS MUTUAL—De. 
livered business for the first 10 months 
was $750,036,163, or only $45,432,947 
less than for all of 1956, indicating 
that the company will set another 
production record for the year, ac. 
cording to president L. J. Kalmbach, 
The 10-month figure is a gain of 17.2%, 
Ordinary sales for the first 10 months 
total $586,991,698, up $52,278,503, 
Group was $163,044,465 and increase 
of $57,824,784. October ordinary sales 
were $53,789,291, up $6,910,545. 


BANKERS LIFE OF IOWA—New 
business issued and paid-for in No- 
vember totaled $32,489,801, an increase 
of more than $11 million over the 
same month last year. Of this total 
$17,565,965 was ordinary and $14,923,- 
836, group. Production for the first 11 
months of the year totaled $406,726,- 
450, increasing more than $152 million 
over the same period last year. Of 
this total $195,619,367 was ordinay and 
$211,107,083, group. Total life in force 
had reached a new high by the end of 
November of $2,930,496,735. Of this 
amount $1,718,449,775 was ordinary in- 
surance and $1,212,046,960, group. 


BUSINESS MEN’S ASSURANCE—4A | 


new high sales figure for any one month 
in the company’s history was set dur- 
ing November. Final results of pro- 
duction showed an increase of 13.8% 
in combined life, A&S and group sales 
over the previous high month, Nov. 
1956. New paid life volume for the 
year, including November, totalled 
$313,099,479, an increase of 19% over 
the same period last year, bringing 
the insurance in force to $1,311,326,639, 
This is the 10th consecutive year that 
B.M.A.’s November results have ex- 
ceeded the high of the previous year. 


INDIANAPOLIS LIFE—tThe field 
force during November wrote the larg- 
est volume of new business of any No- 
vember in the company’s 52-year his- 
tory. Volume for the month was 24% 
ahead of Nov. 1956, and sales for the 
first 11 months of 1957 is 10% ahead of 
this time a year ago. 

Glen Macaux of Green Bay, Wis. was 
the company’s leading individual sales- 
man for November, while the Nate 
Kaufman agency of Shelbyville, Ind. 
was the top agency. 


NORTH AMERICAN ACCIDENT’s 
life trophy this year went to the J. F. 
Heisel Jr. agency of Pittsburgh, which 
submitted almost $400,000 in_ life 
production, the greatest volume ever 
submitted in competition for the trophy 
cup. 


JEFFERSON STANDARD—The 
Charlotte agency passed its 1957 goal 
of $20 million in paid business at the 
end of November, a month ahead of 
schedule. The agency already is $2 
million ahead of 1955, its best year, and 
is 25% ahead of last year. Manager is 
W. L. Brooks. 


UNION CENTRAL LIFE—The Fred W. Gus- 
weiler agency at Columbus, O., produced 
more than $1 million of life insurance during 
November, the largest production ever for 
any one month and the first million-dollar 
month in the agency’s history. The agency 
also produced almost $1.5 million of group 
insurance. For the year, the Gusweiler agency 
shows an increase of almost 50% in produc- 
ion over the previous year, and has moved 
from 16th place to 7th among the company’s 
agencies in the last two years. Mr. Gusweiler 
was presented the president’s trophy for the 
best all-around agency performance for 19 
several months ago. 


For the second consecutive month, Philip 
Fass of Beverly Hills has won ‘man of the 
month” honors by leading the entire field 
force of Midland Mutual Life in November. Mr. 
Fass, who has been with the company 2% 
years, is also company-wide leader in new 
business production to date and already has 
met the requirements for membership in the 
organization’s top honor club for 1958. 
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LIFE INSURANCE EDITION 


Scenes From NAIC Winter Meeting At N. Y. 


Photographs by Harry H. Fuller, midwest manager of National Bu- 
reau of Casualty Underwriters, of some of the leading personalities at 
the winter meeting in New York early this month of National Assn. of 
Insurance Commissioners. Mr. Fuller has become almost the official 
photographer of the NAIC meetings, having been in attendance at all 
but one of the two conventions each year for the past 35 years or so. He 
has taken thousands of pictures of the commissioners and industry people. 





Holz Stands Pat On Blue Cross Rate Increase 


(CONTINUED FROM PAGE 1) 


defend the Rochester ruling. The de- 
cision was sound, and if Blue Cross 
does not approve it can go to the 
courts for a review. He strongly ques- 
tioned the propriety of bringing up 
the matter at the hearing. 

He cited a portion of his opinion 
which said that some increase in rates 
must be granted. He pointed out that 
he had not opposed broadened bene- 
fits, but had wondered whether a 
wider and more costly contract should 
be offered in these times of rising 
costs, thereby forcing unwanted ben- 
efits on all subscribers. The opinion 
noted that riders still could be used 
for additional benefits. 


“IT am not opposed to a 120-day con- 
tract if it is not foisted on people 
who do not want it,” Mr. Holz asserted. 
“1 do oppose a mandatory 120-day 
contract. I cannot ignore the many 
sincere complaints that all insurance 
premiums are too high.” 

Blue Cross should appeal the de- 
cision if it feels the ruling was not 
right, Mr. Holz said. He wanted to 
know why the Metcalf committee was 
so interested in the Rochester case. 

Sen. Metcalf replied that the com- 
mittee is interested in gaps in cov- 
erage and wants to know about the 
effects the scope of protection. 

Mr. Holz, under further question- 
ing, expressed his resentment and re- 


‘peated his assertion that it is up to 
‘the courts to review the decision if 


Blue Cross is not happy. 

“I did not deny Rochester any- 
thing—I just refused to approve a 
contract that compels anyone to buy 
something he many not need or want,” 
Mr. Holz added. He then angrily re- 
fused to answer any more questions 
about the Rochester case. 


More fireworks were set off by the 
superintendent’s report on the study 
of A&S coverages undertaken last 
January by the department in coop- 
eration with representatives of other 
state agencies, the Metcalf committee, 
the insurance industry, Blue Cross 
plans and employer associations. Pur- 
pose of the study was to determine 
the nature and extent of voluntary 
health insurance written in New York, 
to explore methods of enlarging the 
range of benefits and of extending 
health insurance to a larger propor- 
tion of the population, particularly 
older people. A concurrent investiga- 
tion was made into the cost of pro- 
viding health insurance to older peo- 
ple, and all insurers were asked to 
provide statistics on health insurance 
costs. Questionnaires were mailed in 
May to 91 companies writing indi- 
vidual and 76 writing group. 

Mr. Holz reported that insurance 
companies, excluding Blue Cross plans, 
had 786,128 cancellable policies in 
force on Dec. 31, 1956. Of this num- 
ber, 4,122 were cancelled or not re- 


newed. Physical condition was re- 
sponsible for 1,652 terminations, while 
moral hazard accounted for 57; fraud 
in application for 211; false claim for 
758; frequency of claims 285; pre- 
existing conditions 184; overinsurance 
223; expiration of age limit 221, and 
all other 531. The department will 
make specific recommendations for ex- 
tending coverage to a larger segment 
of the population upon completion of 
these studies. This will be done before 
the legislative session ends in 1958, 
Mr. Holz said. 

Sen. Metcalf accused the superin- 
tendent of neglecting to say that there 
were 78,000 claims made during the 
period of the study, from Oct. i, 1956, 
to March 31 of this year. This means 
that 4,122 policies out of 78,000 claims 
were cancelled or non-renewed dur- 
ing this period. The terminations 
should be compared to the 78,000 and 
not the 786,128 cancellable policies in 
force on Dec. 31, 1956. 

The senator said that he was aston- 
ished to hear the superintendent say 
that the cancellation and non-renewal 
figures do not present any problem 
to New York state residents. 

“I feel very strongly that either 
Mr. Holz does not understand his own 
statistics or that he is misleading the 
committee by not placing all the facts 
available to him at our disposal,’”’ Sen. 
Metcalf declared. He said there is no 
excuse for glossing over the problem 
or attempting to ignore it. He called 
upon the superintendent to take posi- 
tive action to provide accurate infor- 
mation to the committee. 

“T resent the implication that we 
tried to deceive the committee,” Mr. 
Holz replied with a great deal of heat. 
“You are using the department’s fig- 
ures. My statement was absolutely 
accurate and I do not retract one 
word of it. 

“If you want to compare these fig- 
ures this way, you can, but I stand 
by my statements,” he snapped. 

e 

The committee then turned to a 
series of amendments generally en- 
dorsed by Blue Cross and Blue Shield 
plans in the state. The most significant 
change would permit Blue Cross and 
Blue Shield plans to underwrite joint- 
ly a major medical plan. The law 
presently permits joint issuance of 
contracts but prohibits pooling of un- 
derwriting and liability. This pro- 
posal came from the Buffalo Blue 
Cross and Blue Shield which want to 
write a major medical contract on a 
large labor union. 

Other proposals would permit a hos- 
pital service corporation to provide 
home nursing and ambulance service; 
reduce from 4% to 2% the accumu- 
lation rate of the special contingent 
surplus fund held by hospital serv- 
ice, medical and dental expense plans; 
lower the maximum of this fund from 
25% of net premiums to a level con- 
sidered proper by the department but 
no less than 15%, and raise the 

(CONTINUED ON NEXT PAGE) 





Former Commissioner William 
Hodges of North Carolina, now vice- 
president and general manager of 
Imperial Life of North Carolina, with 
the new Oregon commissioner, Hugh 
H. Earle. 
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Photographed at the NAIC mid-win- 
ter in New York: Commissioner J. Ed- 
win Larson of Florida and Hugh L. 
Tollack, assistant secretary of NAIC. 
Mr. Larson is the secretary of the 
association. 





Thomas J. Gillooly, former West Virginia commissioner and now on the 
legal staff of American Life Convention, at the meeting of the NAIC in New York 
with Paul Hammel of Nevada, executive committee chairman of NAIC; W. Lee 
Shield, former Ohio superintendent and also a member of the ALC staff, and 
John Coppage of the Maryland department. 





Commissioner Joe B. Hunt of Okla- 
homa with his predecessor Donald 
Dickey, who is now with Admiral Fire 
of Houston. 








Robert E. Dineen of Northwestern 
Mutual Life, former New York super- 
intendent, at the NAIC winter meeting 
with Harry D. Durham of Iowa Na- 
tional Mutual, 


Commissioner 
William Sullivan 
of Washington, a 
member of NAIC 
since 1931, at the 
mid-winter meet- 
ing of the com- 
missioners at New 
York with Howard 
J. Brace, retired 
vice-president of 
Occidental Life of 
California and one 
of the leaders of 
Passe Club Inter- 
national, and Com- 
missioner Sam 
Berry of Colorado. 
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(CONTINUED FROM PRECEDING PAGE) 
amount which the plans may invest 
in rea’ estate from 5% to 7.5% of 
net premiums. 

Addressing himself to the major 
medical proposal, John P. Hanna, gen- 
eral counsel of Health Insurance Assn. 
of America, said this extension of Blue 
Cross and Blue Shield authority should 
not be permitted until they are treat- 
ed like the domestic mutual companies 
when it comes to taxation and regula- 
tion. If this proposed legislation is 
adopted, Blue Cross and Blue Shield 
would be virtually indistinguishable 
from the insurance companies. HIAA 
‘does not object to this authority for 
the Blue Cross and Blue Shield, pro- 
vided that they become full-fledged 
insurance carriers. 


The proposals to reduce the man- 
datory rate of accumulation in the spe- 
cial contingency surplus and to re- 
duce the required size of the fund 
showed that the plans have grown to 
the point where, on their own mo- 
tion, it is now suggested that the leg- 
islature dispense with some of the 
safeguards required in their earlier 
days, Mr. Hanna pointed out. HIAA 
does not oppose the changes and ex- 
presses no opinion as to their pro- 
priety. The plans are welcome to con- 
tribute to the public welfare in their 
way, but HIAA feels that if they are 
permitted to do so, they should be 
made subject to the same ground rules 
as all other carriers so that the pub- 
lic can enjoy the benefits of a healthy 
competition, Mr. Hanna concluded. 

Eldon Wallingford, assistant gen- 
eral counsel of Life Insurance Assn. 
of America, said his organization takes 
the same position as Mr. Hanna. 

Turning to the 2% A&S premium 
tax, Morton Miller, 2nd vice-president 
and associate actuary of Equitable So- 
ciety, said HIAA, LIA and Ameri- 
can Life Convention oppose premium 
taxes on any form of insurance, par- 
ticularly A&S. Taxation of the insur- 
ance companies and not the Blue 
Cross and Blue Shield plans is dis- 
criminatory. The tax encourages self- 
insurance, which operates without de- 
partment regulation and _ insurance 
company guarantees. It adds to the 
cost of providing the insurance service. 


Since dividends and returned pre- 
miums are deducted from the gross 
premiums before the 2% tax is ap- 
plied, it might be a good idea to allow 
the companies to deduct their claim 
payments since these also benefit the 
policyholders, Mr. Miller said. For ex- 
ample, companies might be allowed 
to deduct for tax purposes 10% of 
their claim payments for the first year, 
20% the second year and so on, until 
100% of their claims are deducted 
before the tax is applied. Dividends 
and returned premiums also would 
be deducted. The A&S business can 
be expected to continue to grow over 
the 10-year period, so that no tax loss 
to the state may be expected. 

Mr. Miller also endorsed the idea 
to amend the state income tax law 
to allow a tax exemption up to $150 
on health insurance premiums paid 
by individuals. This exemption already 
applies to life premiums, and employer 
contributions to group A&S are a busi- 
ness expense. The $150 deduction 
would encourage A&S purchases and, 
if necessary, could be limited to in- 
dividual policyholders, he said. 

Sen. Metcalf said the committee 
will hold another public hearing at 
Albany in late January of early Feb- 
ruary. 


FteNATIONAL UNDERWRITER 


North Executive V-P 
Of Met; Added Duties 
For McDonald, Smith 


NEW YORK—Vice-president Cecil J. 
North has been elected executive vice- 
president and a 
director of Metro- 
politan Life, vice- 
president Edwin C, 
McDonald has 
been elected a di- 
rector, and Vice- 
president Francis 
M. Smith be- 
comes administra- 
tive vice-president. 

Metropolitan has 
not had an execu- 
tive vice-president 
since Frederic W. 
Ecker was promoted from that post to 
president April 28, 1953. 

Mr. North started with Metropolitan 
as an agent in Boston in 1920 and has 





Cecil J. North 





Francis M. Smith 


Edwin C. McDonald 


been an officer since 1937. Since 1941 
he has been in charge of the field 
organization of some 30,000 persons. 
He is a past president and director 
of LIAMA and a trustee of American 
College. 


Mr. McDonald has been in charge 
of group operations since 1953. He 
has been with Metropolitan since 1925 
and an officer since 1930. For nearly 
seven years he was vice-president in 
charge of Canadian operations. He is 
a director of Royal Bank of Canada, 
National Airlines, General Bakeries, 
and Culver Educational Foundation 
and is on the advisory board of Bank- 
ers Trust Co. of New York City. 

Mr. Smith has been for a number 
of years vice-president in charge of 
home office administration of individ- 
ual life insurance and since 1955 
has had executive responsibility for 
the application of electronic data 
processing equipment to insurance 
operations. He joined the company 
at 16 and at 25 qualified by examina- 
tion for Society of Actuaries. He has 
been an officer since he was 28. 


Approve Merger Of Two 
Des Moines Insurers 


Proposal of consolidation of Nation- 
al Life of Des Moines and National 
Travelers Life, also of Des Moines, has 
been approved by Iowa state officials 
and will be submitted to policyholders 
of both companies. 

Commissioner Bennett, who along 
with the governor and attorney gen- 
eral served on the state commission, 
said the companies are-in strong fi- 
nancial condition and consolidation 
will enable the new company, to be 
known as National Travelers Life, to 
write both life and A&S. National Life, 


which operates in 20 states, now han- 
dles only life, and National Travelers, 
operating in 25 states, writes mainly 
A&sS. National Life has assets of $23,- 
100,666 and insurance in force of 
$106,574,746, and National Travelers 
has assets of $3,078,791, with an in- 
surance in force figure of $6,640,962. 


U.S. Health Survey 
Early Data Show Up 
Need For A&S Cover 


NEW YORK—Some excellent doc- 
umentation of the need for A&S, hos- 
pitalization, and medical payments 
coverages appears in the first results 
of the new national health survey. The 
first figures, covering from July 1 to 
Nov. 9, 1957 show, for example, that 
upper respiratory infections—which in- 
clude influenza and pneumonia—con- 
fined 82 million Americans to bed dur- 
ing the period and cost the nation 282 
million bed-days of disability. 

The preliminary results of the sur- 
vey were revealed by U.S. Surgeon- 
General Leroy E. Burney of the U.S. 
Public Health Service at the annual 
meeting here of Institute of Life 
Insurance. 


The survey also revealed the fol- 
lowing for the three months July- 
September, inclusive, of this year: 

1. Fourteen million persons suffered 
accidents which either disabled them 
or required medical care or both. 
These do not include immediately fa- 
tal accidents. Motor vehicles accounted 
for 8% of these non-fatal mishaps. 

2. Seventeen percent of the reported 
accidents occurred on the job. Forty- 
five percent occurred in the home, the 
remainder in public and other places. 

3. Forty-one percent of the popula- 
tion, as of Aug. 1, 1957, reported one 
or more chronic health conditions. Ten 
percent stated that these conditions 
limited their activities in varying 
degrees. 

Dr. Burney said it is extremely dif- 
ficult to get the general run of popu- 
lation stirred up about such problems 
as community air pollution, water pol- 
lution, radiation exposure and the 
rapid incorporation of rural areas and 
small communities into the new sub- 
urbs of metropolitan areas. 


NLRB Holds Union In 
Bad Faith Bargaining 


National Labor Relations Board has 
ruled unanimously that work slow- 
downs by members of Insurance 
Agents International Union during 
contract negotiations with Prudential 
had constituted bad faith bargaining 
under the Taft-Hartley law. 

The board said that when the union 
and the company were bargaining in 
1956 the agents reported to work late, 
engaged in “sit-in mornings,” quit 
early and circularized policyholders 
with material opposing the company. 


American L.&C. Stock Offer 


Voting trustees under a voting trust 
agreement with respect to the com- 
mon stock of American Life & Cas- 
ualty of Fargo, N. D., have filed a 
statement with Securities & Exchange 
Commission seeking registration of 
voting trust certificates for 305,000 
shares of $1 par value common stock. 
There are 203,330 common shares out- 
standing, of which 84,972.75 are owned 
by officers and directors. The com- 
pany is offering 101,667 shares to its 
stockholders, with unsubscribed shares 
to be offered for public sale at $10 
per share. 
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Pay $10 Million A 
Month To Disabled 
Under New SS Law 


Social security administration esti- 
mates that 131,000 persons are re. 
ceiving disability benefits totaling $19 
million a month. 

If the average monthly payment is 
not changed, the disability trust fund 
next year will make payments at the 
rate of $175 million annually to an 
estimated 200,000 persons. Secretary 
Folsom of Health Education and Wel. 
fare last year estimated the program 
would cost $200 million for the firs 
full year and rise to $900 million in 
1980. 

Payments now range from $30 tp 
$108.50 a month, depending on the 
person’s average monthly earnings un. 
der social security. The average pay. 
ment is $72.24, compared to the na. 
tional average of $65 for all other re. 
tirees. The national average include 
many older persons who were not fully 
employed in previous years. Wage 
have risen since the 1930s and early 
1940s. Those covered by social securi- 
ty disability benefits have come mor 
recently from the labor market. 


Hancock Seeks Bill 
Allowing Segregated 


Pension Accounts 


BOSTON—A bill to authorize th 
issuance of specially-funded pensio 
plans which, in addition to providin 
a fixed guaranteed benefit, would per- 
mit the employer to benefit from 
greater flexibility in investment pod. 
icy, has been filed with the Massachv- 
setts legislature by John Hancock. 

Regulatory laws involving discrim- 
inatory taxation on the one hand ant 
inflexibility of investment provision; 
on the other have hampered the ¢éf. 
forts of the life companies to adap! 
the programing of group pensions ti 
meet changing economic condition 
the company notes. 

The proposal would ‘permit a lif 
company to hold special asset account 
for pension-plan funding, thus per 
mitting greater flexibility of funding 
and investment where desired. Thi 
would allow employes and employer 
to benefit from the long-range growt 
of American industry. 

e 

In actual operation, the special pen: 
sion fund could be composed partl) 
of equities. The exact proportion 
equity investment would be spelle 
out in the contract of each individud 
pension plan. 

Each policy would maintain its ap 
propriate share of the market valu 
of the total fund, and its investmet! 
income and asset gains would be ap 
portioned to it accordingly. 

Proponents of the plan note thi 
such specially-funded programs woul 
not only strengthen the safeguard’ 
now afforded individual policy owt 
ers, but would enable the life insur 
ance companies to better meet thei 
obligations under retirement contracts 

At the same time, they would bene 
fit employes and employers alike } 
providing them with a carefully pro 
tected and expertly managed invest: 
ment portfolio. 








To Hear Oates At Chicago 

James F. Oates Jr., president ¢ 
Equitable Society, will address th 
members of Union League Club © 
Chicago Dec. 27 as a member of! 
panel taking up “What’s Ahead ft 
Business in 1958?” 
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tted e Each year the Society invests in outstanding Lutheran students through its 
Educational Scholarship program... thus making possible advanced training 
a for potential leaders of tomorrow. LUTHERAN BROTHERHOOD’S “class” of scholarship 

od pensio: winners — now reaching 600 — are assuming roles of active service and 

Bassey leadership, for which the Society and Lutherans everywhere are grateful. 
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a Among the Lutheran Brotherhood scholarships provided this year are— 
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condition: 
9 scholarships of $1000 each to seminary SENIOR COLLEGE 


mit a lif graduates to assist in post-graduate A5 scholarships of $300 each to college 
et account’ study. juniors to encourage continuation of 
thus per: their academic studies. 

of fundin 
sired. Thi} 
employer ’ JUNIOR COLLEGE 

nae GON , 12 scholarships of $150 each to students 
who have completed their first year’s 
—_— chains. 83 YOUTH LEADERSHIP 
sed part) scholarships of $150 each to outstand- 
portion 6 ing high school graduates to encourage 
be spelled NATIONAL LUTHERAN enrollment in Lutheran colleges. 
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